











BOOT an SHOE 
RECORDER 


with which is combined The Shoe Retailer 
Copyright by the Boot and Shoe Recorder Publishing Co. 


VOLUME 106 SEPTEMBER 15, 1934 NUMBER 2 


In This Issue 


I 


SECTION I—Main Section All the Children Must Have Shoes 

















Voice of the Trade............ _.... 21 The Compleat Gentleman... 42 
The Forgotten Season.............. _ 24 Winter Winners ....................-. 44 
Distinctive Los Angeles Store............ 26 Young Men Want Action. . 46 
A Man You're Going to Hear More About 27 N.S.R.A. News Bulletin... ... _ 50 
Will Man Yield to the Color Urge?...... 28 Style Conference Program........... . 54 
Now Is the Time to Modernize. ....-—«s-30~—S New York State Merchants Meet... .. 74 


The Editor's Outlook ................... 32 Shoe News .................-055. 








"If Winter Comes" ert aoe ee Pe ear ee 33 SECTION 2—Leather Section 
Shoes for the Social Season............. 34 Spring Season to Be Careful... 108 
The Sportswoman Cruises or Travels... Leather Show Exhibitors ............... 

















The Busy Woman Chooses Her Shoes... 38 What the Tanners Will Show... . ... 128 





EVERIT B. TERHUNE, President 
WILLIAM M. LEBRECHT, Vice-president ARTHUR D. ANDERSON, Editor 


and Treasurer RAYMOND L. FITZGERALD, Managing Editor 
Vice-Presidents 


OWEN A. THOMAS, A iate Edit 
H. WALTER SCOTT sdibaseaeilieiaiias 
BERNARD C. BOWEN HARRY R. TERHUNE, Field Editor 
LAWRENCE F. DUTTON , F ' 
ARTHUR D. ANDERSON, Secretary RUTH HARRINGTON, Fashion Editor 
Shenton JOHN J. REILLY, Art Editor 
in addition to above-named officers JOHN S. MEKELL, Feature Editor 








HUGH M. BOWEN, SAMUEL G. KRIVIT 


Published by 


BOOT AND SHOE RECORDER PUBLISHING CO. 
239 West 39th Street, New York City 












BOOT AND SHOE RECORDER, September 15, 1934 


Queen Quality Suedes.. . 


For Quick Turnover and Generous Profits 


Queen Quality offers fast In-Stock service on the 
smartest and most fascinating styles in Suede—the 
season's fastest selling shoe material. 


A special folder illustrating the complete line of 
Suedes will be sent promptly upon request. 





VARDEN 
In-Stock 


Style 3181—Havana 
Brown Kid with 
Taupe Lustre Kid 
Trim. Brown Fancy 
Stitch. 


Style 3182— Black 
Suede with Dull 
Black Kid and Gun 
Metal Lustre Kid 
Trim. Smoke Fancy 
Stitch. 





WRITE FOR COMPLETE CATALOG OF IN-STOCK STYLES 


QUEEN QUALITY SHOE COMPANY + ST. LOUIS, MO. 


Branch of International Shoe Company 





When writing advertisers please mention Boot and Shoe Recorder 
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O1C © oF THE . 


[ent RELIEF ADMINIS. 
TRATOR HARRY HOPKINS is 
being jumped on by industrial rep- 
resentatives of the shoe, mattress 
and furniture industries. They are 


trying to convince him that if he 
wants to distribute these products 
in the form of relief, he should buy 
them from going concerns. 





[BUT WHAT Else is THERE 10 Do WITH THE 
a * 16,597, 379 


° 








The furniture people let out the 
first howl. There are two small re- 
lief factories operating in Nash- 
ville and Knoxville, Tenn. Men 
from the relief rolls make the fur- 
niture and the product is distrib- 
uted gratis among the destitute of 
the region. 

Next come the mattress manu- 
facturers and they are certainly in 
trouble—for 1589 sewing rooms 
have been set up in every state in 
the Union, but Pennsylvania and 
Delaware—42,000 women are work- 
ing 24 hours a week at 30 cents an 
hour, fashioning free mattresses out 
of government purchased cotton, 
for the benefit of hapless citizens 
who have lost all—even a bed to 
sleep in. 

Now come the shoe men in sim- 
ilar alarm. In the course of slaugh- 








tering drought-stricken cattle, the 
FERA has come into possession of 
some 5,500,000 hides. It is ex- 
pected that bids are to be opened 
for their tanning. Shoe manufac- 
turers fear that this leather is going 
into free shoes made by the unem- 
ployed for the unemployed. 

Administrator Hopkins replied: 
“The Federal Administration, as 
such, is not engaged in these enter- 
prises. Washington merely allo- 
cates money to the various state 
organizations and the latter under- 
take relief work, according to their 
best lights.” He reminds the in- 
dustrial protestants that no cash 
market is open to them in the 
fields where these products are 
being distributed. Destitute people 
have no money to buy these neces- 
sities and, the Administrator argues, 
therefore no money is being taken 
away from going concerns. 

Now the Agricultural Adjust- 
ment Administration announces that 
it will require delivery at desig- 
nated shipping points of unshorn 
pelts of sheep and goats. These 
skins and pelts, with the woolen 
hair on will be purchased by the 
government for processing. They 
will then be turned over to the 
Federal Surplus Relief Corpora- 
tion for relief purposes. None of 
the meat of the animals or the pelt 
products therefrom will enter com- 
mercial channels. 
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tade 


It, therefore, now appears as 
though government is going into 
business in a big way, indirectly. 
Washington, who is the great father, 
will turn over to his state sons the 
problems of making goods—there- 
by employing the unemployed, who 





FREE SHOES 








will transmit these goods to the 
destitute, gratis. By doing it this 
way Washington will be able to 
say it is not directly in the relief 
business and the manufacturers of 
all products will then be forced to 
battle in every state of the Union. 

The menace of this socialistic 
program is that it may not cease 
with the end of unemployment but 
may be continued as state projects. 

Administrator Hopkins has one 
final answer to all protestants. He 
flourishes before them the relief 
role—the last one of which showed 
16,597,397 individuals receiving 
aid. That tremendous total is 13.5 
per cent of the population of the 
United States. 


* * * 


OLONIAL buckles, are on dis- 
play at the First National 
bank in Boston, it being a pair of 
silver buckles that were fashioned 
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by the hands of no other than Paul 
Revere himself. Does this fact au- 
thorize the enrollment among fa- 
mous American shoe men of the 
man who made the famous mid- 
night ride. 

These buckles are of the massive 
sort. One of them covers the palm 
of an ordinary hand. Doubtless 
they were worn on men’s shoes. 
Colonial buckles have been revived 
for women’s shoes. 

On the bar at either end of each 
buckle is the face of a colonial 
gentleman, possibly that of the 
owner and wearer of the shoes 
which the buckles adorned. 

The First National, now cele- 
brating its 150th anniversary, and 
offering a public exhibition of his- 
torical items as a part of the cele- 
bration, started to supply cash for 
business back in the days when it 
was common for the storekeepers to 
trade shoes for skins, eggs, butter 
or other farm produce. 


* * * 


ALKER T. DICKERSON of 
the Walker T. Dickerson Com- 


pany, Columbus, Ohio, says: 
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“For more than 30 years I have 
been closely connected with the 
women’s shoe industry—as sales- 
man, designer and finally as man- 
ufacturer. I have witnessed the ef- 
fects of successive changes in dis- 
tribution, manufacturing and retail 
selling. I saw the family shoe 
store combat the upstairs shoe par- 
lors that were supported through 
old-time jobbing houses, saw them 
fume and fret against factory- 
owned retail stores, and at last al- 
most succumb to the modern ‘Re- 
tail Chain Group’ which is a twin 
offspring with massed production, 
intense selling, large operators and 
group purchasing power. I have 
watched the automobile and bus 
lines concentrate consumer pur- 
chasing power into the large cen- 
ters of population. I have seen 
reckless designing and selling and 
misfitting of shoes until 90 per 
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RIGHT 





1 SEE | ; ,OOO 
TOR ERY Coop RESON 
FOR. A BOOM 
$ & 
{ BF YVSYS Ys 








—And now comes a new prophet who 
predicts new profits. 

—Major Angas, English writer and econo- 
mist, has recently issued a pamphlet 
titled "The Coming American Boom." 

—This has caused quite a stir in Wall 
Street and g ists and busi- 
ness leaders. 

—And more especially since Major Angas 
has proved to be a fairly accurate 
prophet on several previous occasions. 

—The Major's theory is based on the 
“redundancy of money.” 

—He advises us to keep a curve of de- 
mand deposits, "the increase of which 
can spell only one thing—a boom." 

—And incidentally, but importantly—net 
demand deposits have increased 15!/, 
per cent in six months, or from $10,800,- 
000,000 to $12,500,000,000. 

—This great reservoir of potential buying 
power and credit can remain dormant 
for no great length of time. 

—And when once this dam of restraint 
and caution gives way then a flood of 
buying and investment naturally follows. 

—We all want and need better times, but 
we don't want to ‘go boom and fa’ 
down" again. 

—However, we hope the Major is right in 
that money will again begin to “turn 
over” and thereby enable goods and 
services to turn over. 

—The activity of the one is absolutely 
dependent upon the activity of the 
other. 


© i n. 


President. 








cent of our women are suffering 
with serious foot ailments and mal- 
adies of all sorts attributed to 
abused feet. I have observed the 
mad desire for profit, inspired with 
false theory ‘to sell more and to 
sell for less’ than the other fellow, 
and without proper analysis of con- 
sumer capacity. 

“There are such things as good 
correct shoes, good sales tactics 
and also such a thing as psychol- 
ogy, in the practical sense. We 
are educating the American woman 
to foot consciousness, so that she 
may know that there is more beauty 
and appeal in the graceful motion, 
poise and posture, made possible 
by properly fitted correct shoes, 
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than can be obtained by adorning 
her crippled aching feet in fantas- 
tic creations that prevent or destroy 
all rhythmic motion and that are 
more injurious to her general health 
and more brutal to her feet than 
the heathenish bandages of the an- 


cient Chinese.” 
* * * 


L jer nation’s total public unem- 
ployment relief bill from Jan. 1, 
1933, to June, 1934, was about 
$1,340,000,000 of which the Fed- 
eral Government’s share was $840,- 
000,000. The number of families 


receiving relief were: 


: 1933 1934 
NIN si oe9 cies ibn cia 4,475,000 3,865,000 
PEM sis vio'eccenpien bares 252,000 3,778,000 
ee oe 3,789,000 3,709,000 
OE 0 bins sictcn es cuieit 3,452,000 8,700,000 


The number of persons or fami- 


hes on relief in leading cities: 


Popul 
New York City. .400,000 families . — 


Cincinnati ...... 112,000 persons ...20% 
Denver ......... 15,000 families ...20% 
Milwaukee need 95,000 persons ...16% 
Philadelphia -+++ 70,000 families ...15% 
Chicago ........ 275,000 families ...12% 
Baltimore ....... 100,000 persons ...12% 
Kansas City..... 49,000 persons ...12% 
San Francisco... 66,000 persons ... 10% 
Detroit . eoscovee 47,000 families ...10% 
Minneapolis .... 14,000 families .. -10% 
Omaha ......... 7,000 families ...10% 


* * * 


IMMIE NEVILLE, shoe man of 
Algona, Iowa, writes a column 
in his local paper, pays for it as 
advertising, and considers it great 


CAN 7 SHOW 


publicity because the public comes 
into his store challenging or com- 
mending his philosophy. Here’s a 
typical advertisement: 


NUDIST 


“The women are wearin rogessi 
less every year, and ro re = ned 
are following suit. 

“The big bullies that want to show 
their form. me of them have little 
else to be proud of so I do not blame 
them for showing off. Then there is 
the young lad that has just reached the 
dizzy age—he will save money by not 
wearing a cap and then pay the doctor 
ten times the amount for trying to cure 
the cold in his head or the sinus trou- 
ble. It may come to nudism in a gen- 
eration or so but I should worry, I 
will not be here to see it, which is a 
consoling thought inasmuch as I have 
seen plenty already. One nice thing 
for the shoe man, nudist or not they 
all have to wear shoes. Take it from 
me we are buying them to suit the pres- 
ent demand. Light, airy and graceful. 

“All new styles in novelty pumps and 
ties. Even the arch-support slippers 
are so stylish and modern that you 
would never guess they had arch-sup- 
ports built in. In our Fall buying the 
modern Miss is not forgotten. We have 
oxfords, ties, and straps with good 
heavy welt soles made up so nicely 
they will meet with her young ideas, 
and yet so sturdy that mother will ap- 
prove and be pleased. We are trying 
hard this Fall to have things as you 














CSAC ss MAR I LN 

















































































Gata oA Sei BO Thi Pn adh SPP Se 








want them. Plenty Variety, all sizes 
and widths from AAA to EEE. 

“When you think of shoes think of 
JIMMIE NEVILLE.” 


* * * 

\W/E had occasion to buy some 
tickets for a policemen’s bene- 
fit and were amazed to discover 
that in a comparatively small town 
the police had purchased 600 pairs 
of shoes for school children in 
1934. The orders were made on 
local merchants and the shoes wege 
properly served in fit-ability and 

wear-ability. 

* * * 

per opinion reveals that peo- 
ple in the main are strongly con- 
servative. A  six-months’ survey 
was made covering 81.2 per cent of 
the daily newspaper circulation, 
containing 95.7 per cent of the total 
population of the United States— 
with 100 per cent as the top for 
ultra-conservatism to 0 per cent for 
ultra-radical tendencies. The fol- 
lowing table is most enlightening: 


New England ....-............... 76.3 
Middle Atlantic .................. 57.3 
East North Central .......... .. 68.0 
West North Central ......... ive GS 
South Atlantic ................... 65.7 
East South Central ............... 66.2 
West South Central .............. 70.6 
Rocky Mountain ................. 71.4 
a ee oo eS nee 58.4 


The 15 most important district 
rated as follows: 


Los Angeles .................. 44.4 
Milwaukee ................... 47.0 
ele NONE sc osc ss age ee tie cones 48.4 
BiG od sce Suge ons 49.5 
SE cs bk kas Cord cieen bebe 51.3 
Washihgton-Baltimore ............ 51.8 
CO <8 Se ee ae a en 58.0 
WRI ilo. boc os i oes ie oe 58.6 
San Francisco ................... 61.8 
QUINN os oes Fae clecicn cle ee decks 63.2 
[7° |, RE SERRIE oes ot Set een ne 65.8 
CTMIMARE. © ois eos ood oi nae 69.0 
RR 65 oss. cece ees oe OS 
Philadelphia ..................... 71.5 
pi Es Ee ee ee 79.5 
* e *% 
C. MUNSELL, | secretary- 


+ treasurer and general mana- 
ger of the Munsell Nu-Wae Shoe 
Company, with stores at Fort Col- 
lins, Greeley and Lamar, Colorado, 
says: 

“There never was a time in my 
long years in the shoe business 
when the public was so erratic and 
uncertain in its buying. In the old 
days, we could quite accurately 
forecast from Monday’s sales what 
results would be throughout the 
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rest of the week. Tuesday would 
be our poorest day, and Saturday 
our best. The pattern was quite a 
uniform one over several years. 

“Our Lamar store of Tuesday 
this week turned in sales far ahead 
of its last Saturday sales. A poor 
Wednesday may be followed by a 
good Friday, or vice versa. Re- 
sults are unpredictable, and so, too, 
is the disposition of the public. 

“One day, all customers coming 
in will be calm and fairly cheerful, 
and the next day the majority will 
be sour and ill-natured, in a way 
that consumers never were a few 
vears ago. We can see things grad- 
ually getting better, but it takes a 
real salesman to sell shoes these 
days: a man who can maintain his 
balance before the kind of mental 
shocks we never used to get.” 

Mr. Munsell notes a definite up- 
ward trend in the public’s taste. 





aww men now go back to funda- 
mentals. They are beginning 
to question four B (4B) as the 
sample size now that the women of 
the world have lost their vanity 
complex and will wear shoes that 
fit—let the size come where it will. 

Fred Gannon says: “Let’s go 
back to Venus. She wore a size 
six.” So Clark Haywood of the 





23 


Gardiner last factory asks a friend 
of his, Fred Ayers of the Brown 
Company, who is sailing for Eu- 
rope, to measure’ the feet of Venus 
in the Louvre, and the information 
gained from him may give a new 
slant to the sample shoe size. 


* * * 


EN CORT of Stacy Adams Shoe 

Company got quite a kick out of 
the following letter and wants to 
know when Government checks will 
be distributed for not making shoes. 
The letter is authentic: 


“Mr. Blank at Northampton has a 
friend who received a Government 
check for $1,000 this year for not rais- 
ing hogs. So Blank now proposes to 
get a farm and go into the business 
of not raising hogs; says in fact not 
raising hogs appeals to him very 
strongly. Of course he will need a 
hired man, and that is where I come 
in. I write you as to your opinion of 
the best kind of farm not to raise hogs 
on, the best strain of hogs not to raise, 
and how best to keep an inventory of 
the hogs you are not raising. Also, 
do you think capital could be provided 
by issuance of a non-hog-raising gold 
bond? His friend who got the thou- 
sand dollars got it for not raising 500 
hogs; now we figure we might easily 
not raise 1500 or even 2000 hogs, so 
you see the possible profits are only 
limited by the number of hogs we do 
not raise. P. S—His friend who re- 
ceived the $1,000 check has been hog 
raising for 40 years and the most he 
ever made was $400 a year. Kind of 
pathetic to think he wasted: his life 
raising hogs, when not raising them 
would have been so much more profit- 
able.” 
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THE All the apparel industries have agreed to join 


in a winter merchandising drive. It will not only 


F ORG OTTEN bring business to the stores but lift the shadow 


of idle factories, idle workers, and idle capital 
SEASON in November, December, January and February. 
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THE 


A COLD and rigorous Winter is anticipated by the 
weather forecasters in a symposium held recently in 
the store of L. Bamberger & Company of Newark, N. J. 
Many of the forecasters base their predictions of a 
hard Winter on that old favorite, “The law of aver- 
ages.” (Some contend that weather repeats itself every 
23 years. Others expect hard Winters for the next five 
years, and one pessimist asserted that “for ten years we 
are in for cold Winters and dry Summers.” 

Sample predictions: 

Dr. Raymond L. Ditmars, curator of the New York 
Zoological Park: “A hot Summer would be followed 
by a cold Winter to produce the normal average for 
the year. I believe we are due for another severe Win- 
ter, such as we had the past year.” 

Henry J. Baldwin, forecaster for the State Forestry 
Department, Hillsboro, N. H.: “We had several mild 
years in a row, therefore we should expect several 
severe ones. Last Summer’s drought was followed by 
heavy snowfall and cold. We have had abnormally 
high temperatures and drought again this year.” 

David C. Guhl, Connellsville, Pa., official forecaster : 
“T think the coming Winter will be severe, not so cold 
as 1933, but perhaps with more snow. Further, I think 
the Winter of 1935-36 also will be severe, very similar 
to the coming one.” 

C. F. Wray, Rochester, N. Y., meteorologist: “We 
will have cold Winters and dry Summers for 10 years, 
past records in the rings of the cross-sections of trees 
would indicate.” 

T. E. Reid, United States Weather Bureau meteorolo- 
gist, Binghamton, N. Y.: “Personally I do not look 
for a severe Winter. The unprecedented drought in the 
western districts this Summer and other inviting factors 
that appear to be favorable, including the unusually 
long heat spells experienced in the Western States, 
favor a severe Winter in the western portions of the 
country, in marked contrast to the mild Winter that 
prevailed throughout the Western States during the past 
season. Thus a severe Winter in the western districts 
would almost invariably result in a mild Winter in the 
North and Middle Atlantic: States.” 

But one would never know from listening to shoe 
men that such a thing as Winter existed. They step 
from Fall into next Spring in styling, ordering and 
planning and create in the shoe business virtually a 
two-season year. This prompts us to query: 


Is Winter to be the “forgotten season?” 
Are we not making Miss America and everyone 


PUBLIC IS WINTER-MINDED 
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Winter Follows Fall and a Definite Season 
Again Appears to Challenge Retailers to 


Greater Service 


else less shoe-minded by ignoring the natural sea- 
sons of the year? 

Are we working contrary to the dress industries 
promoting woolen and Winter sport attire suitable 
for bad weather wear? 

Is this not a good time to bring industry face to 
face with the calendar? 

It may be necessary for manufacturers to throw some 
thought into Spring 1935, but there is still business to 
plan for in the third quarter of 1934. 

Look at the calendar on your wall and you will see 
that November, December, January and February, the 
Winter months of the year, offer the greatest opportu- 
nity to sell Winter and regular types of shoes at prices 
that justify quality and service. Let us lend all of our 
energies to the creation of a definite Winter season 
selling campaign by every store everywhere. 


Nor only are there climatic possibilities, but we be- 
lieve the public is more conscious of the need for 
the right shoes for Winter wear. For that reason the 
Winter season must be made a real period of dynamic 
selling effort if the year 1934 is to end with a profit. 

Take another look at the calendar and lay against 
it your sales figures of November, December, January 
and February of a year ago and then plan more ener- 
getic distribution of seasonal shoes to the public in 
time with consumer’s needs. 

With all proper appreciation of the possibilities of 
anticipating Spring 1935, we maintain that advance 
consideration is secondary to the need for day by day, 
week by week and month by month interest in getting 
more shoes sold right—right through the year. 

The key to continuous retail business is now in 
your hands. It is for you to open the door of oppor- 
tunity by planning your Winter selling season, by 
ordering your Winter shoes and rubbers and by join- 
ing with every other merchant in your community to 
sell shoes in season in the right selection and in the 
right service. 

The calendar is your guide to the various steps to 
take to sell more shoes in the Winter season. Fashion 
will. put its best foot foremost in a social season that 
promises to be most gay and glamorous. There is a 

[TURN TO PAGE 68, PLEASE] 
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. ...tbLlos Angeles, Cal. 





Distinctive Los Angeles Store 


AS one of the features celebrating the completion of 
49 years in business The Wetherby-Kayser Shoe Com- 
pany of Los Angeles has opened an elegant new salon 
type shoe store at 5416 Wilshire Boulevard, in the 
center of the most fashionable residential and shopping 
areas of the city. 

With a salon 25 feet wide and 80 feet long the new 
shop combines dignity, simplicity, and elegance with 
convenience, the designers using the best in modern 
interior decoration and outline. 

The walls are in beige trimmed with maple in its 
natural colors, the same motif being carried into the 
window background and equipment. 

The carpet is a broadloom with beige and rose tints 
predominating while the upholstery is in mohair with 
a shade of beige predominating there also. The modern 
trend in store furniture is apparent at the first glance. 

Unique features, each with a practical as well as an 
artistic idea behind it, are numerous. The built-in wall 
display cases carefully lighted are novel in design. A 
great illuminated column at the left near the mezzanine 
balcony gives an additional touch of the modern. 

Stockrooms are built in at the right side practically 
the whole length of the room, curtained entrances al- 
lowing admission. The merchandise is assorted in 
this room so that the customer may be seated near the 
stockroom where the type of shoes in which she is 


interested can be reached by the salesman with the few- 
est possible steps. 

Two L-shaped low partitions extending from the 
stock room side of the salon give semi-privacy to one 
area for those who desire and shield the customers from 
the eyes of those entering or passing in front. 

While the mezzanine floor is given quite largely to 
office space there is considerable storage room there 

[TURN TO PAGE 58, PLEASE | 


EMIL KAYSER 


joined the firm of 
Wetherby - Kayser 
shortly after it was 
started in Pasadena 
in 1885 by Bruce 
Wetherby and he 
celebrates his forty- 
ninth anniversary as 
President. 
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RAYMOND G. TWYEFFORT 


A MAN YOU'RE GOING TO HEAR MORE ABOUT 


Chairman of the Fashion Committee of the American Merchant Tailors’ Asso- 
ciation, he has a world of good ideas on men’s clothing. An expert by reason of 
the fact that he maintains the finest gentlemen’s tailoring establishment in New York 
—-preaches a gospel which, if accepted, will lift the men’s clothing industry out of 


the lethargic state in which it now lies and put it well up in the front ranks of 


American industry. To some of-us his theories may seem a bit bizarre but we must 


admit they have good economics behind them. 








Raymond Twyeffort wearing a suit cre- 
ated and sponsored by his establishment. 
A soft brown worsted coat worn with 
pleated trousers of brown hound's 
tooth checks. A new note the stream- 
line vest. Observe the wing collar with 
striped silk bat tie. Mr. Twyeffort calls 
attention to the correct gray brown 
derby, light chamois gloves and brown 
custom last shoes. 


THE WEYLIN BAR . . Cocktail Hour 





BOOT AND SHOE RECORDER, 


WILL MEN ALSO 
YIELD TO THE 


Mr. Twyeffort's theory of color is not just something born of the 
moment but rather it has grown from research made with some of 
the foremost color theorists of America. 
of the leadership of Prof. Lukeish of the General Electric Company. 
His observation is that the Anglo-Saxon type of mind is the most 
difficult to sell on the use of color but he holds out great hope for 
us Americans and is sure that one day we will adopt color. "For," 
says Twyeffort, "color is the sort of thing one never misses if he has 
not known it; but once having known it, he is never happy without it.” 
Perhaps there is a very colorful future ahead for America if 
Mr. Twyeffort's theories are accepted. And we Americans will no 
longer be the most "color starved" race in the world. 








He is a devoted follower 


THERE has been a most definite change in the men’s 
clothing picture in America in the past year or so, 
due in a great measure to four major factors which 
have influenced American life. Most important, per- 
haps, was REPEAL, with a charming return of con- 
viviality and a consequent necessity for festive and 
joyous dress. A change in our political and economic 
philosophy has given the American an entire new 
LEISURE. Very few men work on Saturday. Short- 
ening of the working week and the decrease in the 
number of hours in the day’s labor, have given us all 
a greater chance for relaxation both in town and in 
country. Because of this leisure we must dress up, 
consequently our national habits have already under- 
gone a decided change. We are now in an era of 
sophistication—particularly of the younger generation 
in prep school and college—who have a desire to dress 
up. Constantly they see competition among their 
school mates who have been forced to look for jobs 
and found it is no longer possible to get a job merely 
because one is valedictorian of his class. College men 
and boys in high school are studying the importance 
of sartorial excellence as an adjunct to PERSONAL- 
ITY. In their schools they are being taught that per- 
sonality is a greater asset today in business than ex- 
perience and that the product one sells is just as good 
as the appearance of the man who is selling it. 

We are faced in America with a breakdown of a 
great national superstition—the fear of the use of color. 
After an era of drab, colorless depression we are sick 
of gloom. We have been oppressed by the machine 
and the machine has made us all alike-—pretty much 
as waffles from one waffle iron. You know we have 
overdone this standardization and regimentation. Most 
of us have individual thoughts and like to express our- 
selves as individuals. We have had a terrible depres- 
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COLOR URGE? 


sion and men are demanding cheer. I think they will 
find it in this new renaissance of color. Color will 
keep the nation young—for color is cheer. Our new 
renaissance of color is to be seen in both engineering 
and in building and purely from a business standpoint, 
color with its natural ally design, will offer us new 
outlets for hundreds of millions of dollars of mer- 
chandise. 

It is ridiculous to state that the consumer is not 
ready for this change. In point of fact, he is crying 
for it. It is to be seen all about him—on billboards, 
magazines, in newspapers, all advertising is getting 
closer to the color millennium. The very finest of au- 
tomobiles are in color. The homes we live in and the 
trains we ride in are more colorful than ever before. 
Perhaps all of this color thrown into the laps of men 
at first is apt to be confusing but it will arouse a new 
interest and greater desire for the finer things in life 
and a design consciousness rather than a standardiza- 
tion such as we knew in the past. There is bound to 
be a greater appreciation of that which is right and 
an unconscious desire to avoid any further discord 
of ensemble. 


Perhaps the first step in the color education of 
America is to teach the country to wear gray. 
With this entering wedge, brighter colors can be sold 


later. We saw the unprecedented white season of last 
Summer. I predict that the black dinner jacket for 
Summer dinner wear is definitely dead. Pastels were 
worn this Summer in the smart resorts and will be 
worn this Winter in Florida. This should have a 
notable effect on shoe styles since it is impossible to 
wear the customary black patent leather pump with 
the lighter type of dinner garment. I see no reason 
why lightweight suedes for this wear in pastel tones 
of blue, green, orange and the off-white shades should 
not be developed. The mess coat was the entering 
wedge in this fight for color. The first white mess 
jacket was treated with precisely the same scorn the 
first colored tuxedo jacket met this Summer. You 
merchants must do the missionary work. It is true 
that all men do not listen; but all men have eyes. 
Ten years ago no man would wear a red necktie. To- 
day it is the prevalent shade in men’s neckwear. 
Designers in America are opening new fields to 
color. Recently, I said to a large manufacturer of 
colored steel: “If you are putting color into the steel 
that you make, why do you hesitate to put in on your 
back?” Color is entering practically every phase of 
man’s life. We see color in kitchen utensils, glass- 
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THE ALVIN THEATRE . .. . The Play is Finished 





Photos Courtesy of the New Yorker Magazine 


ware, furniture, automobiles and advertising. It has 
been found that in hospitals color has a good effect on 
patients. Nurses, who previously wore white, are now 
changing to pastel shades for their uniforms. One 
great national chain of restaurants has been forced to 
redecorate all their establishments to meet this new 
desire for color. Conservative business men are com- 
ing to work with a gay boutonniere in their lapel and 
are sitting down to desks at which there is a bright 
plant or two. Unless we put into men’s clothing that 
care of design, that feeling for cheer, that we see in 
practically every other piece of merchandise that we 
come in contact with, we are going to lose the very 
rare consumer dollar to those other lines. Whether 
we admit it or not, the eye of the customer makes the 
sale. 

People who are well dressed are happy. Dress a 
man up properly and he is bound to enjoy himself. 
It gives an added note of distinction when dressed 
formally and an added note of pleasure when dressed 
for fun. At best the black dinner suit is only semi- 
evening dress and is very limited when compared with 
the hundred dinner gowns that women have. It seems 
only right that we should have colored velvet house 
jackets and suits or in the dinner jacket at Jeast we 
should use the conservative tones of gray and blue— 
or, if we felt a trifle more gay, a red and black or blue 
and black combination. A man would have then a 

[TURN TO PAGE 60, PLEASE] 
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Is The TIME To MODERNIZE 


Wirn the launching of the better housing program 
by the Federal Government attention is brought to 
bear on the thousands of retail establishments through- 
out the nation which are in need of repairs and im- 
provements. Though the legislation is known as the 
Federal Housing Act and its chief purpose is to re- 
condition homes in America, it is by no means re- 
stricted to that field. Replacement of worn or danger- 
ous flooring in store buildings, installation of new 
shelving or wall cases, (provided that they are built 
integral with the walls or floors); modernization of 
electric lighting systems; painting or decorating; sub- 
stitution of modern or futuristic store fronts; construc- 
tion or repair of sidewalk lifts are all among the jobs 
which have been postponed by shoe dealers because 
of the economic stress, but which are now made pos- 
sible through the loan facilities provided by the gov- 
ernment in cooperation with the banks. 

A serious result of the depression has been the in- 
ability to obtain or the fear of spending money for 
normal upkeep and repairs of the smaller retail estab- 
lishments, with the result that proprietors and owners 
have found themselves enmeshed in one of those 
“vicious circles” we hear so much about. Bad busi- 
ness has prohibited expenditures on one of the most 
important factors which bring good business—that of 
keeping a store up-to-date by repair and modernization. 
A well maintained store, as every business man knows, 
contributes to a well-run, paying business. Convenient 
and pleasant surroundings attract new customers—and 
help retain old ones. To be non-progressive in this 
respect is to fall by the wayside. 

The operations of Title I of the Federal Housing Act 
(with which we are here concerned), are most simple. 
It is ostensibly a plan, or system of financing whereby 
loans for the purpose of building and renovating are 
rendered facile. In order to overcome the rejection 
on the part of banking institutions of those individuals 
who normally would be considered credit risks, the 
government has agreed to guarantee 20 per cent of 
the aggregate amount of loans made by any approved 
institution for the sole purpose of property improve- 


Credits totaling $1,600,000,000 for Moderniza- 

tion Work Will Be Available for Renovation of 

Structures Other Than Homes, including 
Retail Shoe Stores 


The Federal Housing Act Will Help 

Finance Needed Improvements in Shoe 

Stores—and It's the Up-to-Date Store 
That Catches the Customer 


ment. In other words, the U. S. Government shares 
credit risks with banks. 

A multitude of banks throughout the nation have in- 
dicated their willingness to cooperate under such a guar- 
antee, and the large majority of this number have been 
approved by the Federal Housing Administration. It 
is estimated that the credit facilities which serve 87,- 
000,000 persons in the United States are ready to 
make loans under the Federal Housing Act. 

Loans are made from $100 to $2,000, depending on 
the property owned, improvements desired, and the in- 
come of the borrower. The chief distinctions of the 
“property modernization loan” over the ordinary per- 
sonal loan made by many banking institutions are: 


General Loans Modernization Loans 


Are made for all worthy pur- Are made for property modern- 
poses. ization and improvement only. 


Require co-makers. Require no co-makers. 


Are usually made for one year. Are made up to three years 
(Notes extending from 37 months 
to five years may be submitted to 
the F.H.A. by financial institu- 
tions for special consideration.) 


Discount of 6 per cent is Discount on the basis of 5 per 
charged and interest paid on cent a year is charged and inter- 
deposits. est is paid on deposits. 


Are protected by insurance on Are not protected by insurance on 
borrower's life. borrower’s life. 


The advantages of the new modernization loan over 
other loans payable in monthly installments can be 
readily seen. The cost is lower. It is possible to 
spread the payments over a long period. You do not 
have to keep money on deposit with the institution 
making the loan. You do not have to give a mortgage. 
You need not have friends or others sign your note, 
and you reap the benefits of the improvements at once. 

Anyone may apply who is a property owner over 
21 years of age, (Notes may also be signed by lessees 
other than those which may be classed as owners 
provided that the lease requires the lessee to make 
alterations, repairs, and improvements, and provided 

[TURN TO PAGE 58, PLEASE] 


not Ah aaa Licata iia 













oie Mechel. Ss 





SNE IETS SRR TUN SERS SERIE 






RAS RL E aaah 8 a LEIA NGS) JAR OS 





Spiele 


BRASrshs DnB bce ra a 








BOOT AND 





SHOE RECORDER, 





September 15, 1934 








aT i 
ie BS © 


- - 4 
. < pers, ; Or 
™* 4 Py rs 
f 
} ‘ ; s - 
} \. ‘ 
“ » a ¢ 
\ ‘ ®, 
*) 
« 
. 
aI 
* 
e- 















e 
> 
eo 
os o 
. ia 
eee 
. 
. > ‘ 
" mA x *\ 
oe a 
|, ie AY 
‘TEP em ‘< 


_. 


, 











A clever architect plus a progressive owner 
equals a new store front and more business - 









BEFORE AND AFTER 
- REMOLDELLING 
FOR PROGRESS 








than was ever done in this old store 





























Concrete, a plastic material having both 


structural and decorative qualities gives 
@ new freedom in architectural design 














A New York men’s store 
. One of the more modern retail establishments 
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OUTLOOK 


The Economic Absurdity of Relief Shoemaking 


THE drought may, after all, have more economic con- 
sequences than the depression itself. The stock of 
5,500,000 hides held in storage by the government may 
have cast a shadow over the tanning industry but it is 
nothing to the dark cloud it is now throwing over the 
shoe manufacturing industry. 

It won’t end there, for the most sinister development 
of all hovers over retailing—“free shoes” distributed 
widely and generously. 

Word has gone out from Washington that the hides 
will be put into process and made into leather—and 
then what? The government will advance money to 
state relief organizations so that they in turn can en- 
gage in shoe manufacturing and in due sequence, the 
shoes will be distributed through relief agencies. The 
spectacle of 48 states starting shoe manufacturing on 
government credit is no pleasant picture to contemplate. 

Washington clearly states its position: “The Federal 
administration as such is not engaged in these enter- 
prises. Washington merely allocates money to the va- 
rious state organizations and the latter undertake re- 
lief work according to their best lights.” 

What a ghastly prospect of wilful waste of govern- 
ment money—our money. Why stop with shoes? Why 
not go into watchmaking on a grand scale because the 
metal trades have a surplus? Why not go into the 
optical business because the destitute also need glasses? 
Why not go in whole hog and “do an Upton Sinclair” 
—have every state make everything it consumes and 
buy nothing outside its borders? 

It is just as easy for state relief boards to go into 
watchmaking as it is shoemaking. Shoemaking is a 
more highly complicated process—lasts, patterns and 
processes graded to some 260 sizes. It necessitates most 
efficient machinery and most efficient workmanship. If 
the labor cost on a typical $3.00 shoe at retail is around 
48c., let’s put the unemployed into the making of shoes 
and reverse the process—put $3.00 labor cost into the 
shoe with an ultimate 48c. usefulness to that shoe. 

We are not at all sarcastic in the light of knowing 
that 16,597,397 individuals are now receiving aid— 
13.5 per cent of the population of the United States. 
We know that there is no more terrible plight than to 
see a man willing to work and unable to honestly earn 
a living for his family and himself. 

But there are ways of making a living less complex, 


BY 
less expensive, less wasteful than amateur shoemaking, 
but, perhaps, the intent of the state relief organizations 
will be to fashion shoes entirely by hand. Ah, but 
that’s a skill indeed. There are not enough trained 
shoemakers out of work and in proper proportion in 
each state to do the job. 

So our advice to the state aid organizations is not 
to start shoemaking unless they are ready to face the 
grief of a disappointing product. What’s more, the 
goods so made will bear the mark of mediocrity. Much 
more—they will bear the mark of poverty itself. Not 
so many hundred years ago people in the poorhouse 
had to wear a big letter “P” sewn on the back of their 
humble clothes. It was a badge of poverty that was 
too great for the people to bear and all sorts of social 
disorders developed because of the fear of the brand- 
ing. Our public is much too proud, even in their dis- 
tress, to wear products that outwardly mark them as 
the economic “lost.” 

We are alarmed at the plight of the unemployed. 
Nearly two years ago we had the opportunity of sit- 
ting down with a most public-spirited shoe manufac- 
turer in Nashville, who was willing to lay aside $50,000 
to make work for the people unemployed in his state. 
We dilligently searched for some sort of hand work 
that could be done by the unemployed so that they 
might make an honorable dollar- in their difficulties. 
But strange to relate, there was scarcely a product for 
human use that could be made without the necessity 
of capital outlay for machinery and equipment. We 
were unable to find a solution even though the money 
was available. 

So we are not without charity for those who stand 
ready to work. But we feel that the acceleration of all 
businesses must somehow pick up the slack and had 
hoped that by this time unemployment would have 
solved itself through quickened business. Come what 


.may—the shoe industry, as such, wants to do its part 


in ameliorating the economic poverty of the unem- 
ployed, but it hopes to do it in normal, natural em- 
ployment in manufacturing enterprises. 








Wide 
World 
Photos 


Will Shoe Stores Be Prepared? 


ALL through the Summer, shoe men have been thinking and planning 
for Fall. Now Fall is here, and in the swift, sure pace of time, this season, 
too, will quickly pass. What, then, of Winter? Are we planning for it 
as thoughtfully and zealously as we have planned for Fall? Or are we, 
perhaps, a bit inclined to emphasize Autumn to the extent that we forget 
Winter also has its need of shoes for style and service? 


Is the old two-season tradition of the shoe trade so ingrained in our 
thinking as to make us overlook the fact that today the tempo has quick- 
ened, and men and women change their footwear almost with their moods? 
Or have we speeded up our buying to the point that seasons no longer 
seem significant? There, too, lies danger, for he who marches too far 


in advance of the parade may find himself alone. 


Isn’t it sound, and sane and logical, in these times in which we live, 
to base our planning and our purchasing on the four seasons of the 
calendar, taking good care, meanwhile, not to miss the new things as they 
come along? If that’s right retail practice, as Boot aNnD SHoE RecorDER 
believes, then now’s the time to think of what shoes customers will want 
in Winter. This issue tries to help in answering that question. 





The crowded calendar of 
the winter months calls 
for four distinct types in 


fashion footwear. 






































Smart evening sandals this winte 

will substitute gracefully applied 

design for open-toe cut-outs. This 

T-strap slipper is typical of the 
1934-5 feeling. 
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By 


RUTH HARRINGTON 


Winter tweeds, daytime 
coats, cocktail clothes 
and a glamorous evening 
mode mean "occasion" 


shoes to correspond. 


The anklet holds the spot- 
light as the season's new- 
est development in pat- 
terns, with metal trimmings 
and metal-shot fabrics the 
new note in materials. 





In shoes for tweeds, gen- 
eral daytime wear and the 
cocktail hour, the high-cut 
line is sponsored and trim- 
mings feature stitchings and 
metallic touches. 


\ 
| 
é Thi ; , 
bi plug oxford in crushed This general daytime shoe is a ys 
calf with plain calf is a 's an extremely wearable Colonial “ " 
perfect shoe for the tweed version of the side-fasten- li 
suit. ing shoe. 


Stitching, one of the most 


The moccasin tine and the 

ghillie tongue are inter- 

preted in a walking shoe 
of service leather. 


This step-in with pinked 

bands has all the grace of 

a pump, with all the smart- 
ness of the higher line. 


important trimming details, 
is treated in sunburst effect 
in this patented design. 


Trebark suede carries the 

new feeling for grained 

surfaces into the  semi- 
formal shoe. 


Button trimming is the new 
point in this satin cocktail 
sandal. 


For dinner costumes and 
evening clothes, the new 
bag is lamé and new 
gloves are of bright-col- 


; we picked the shoes for these pages, we were 
thinking of the woman of many engagements. She 
represents the upper tenth of your clientele—in posi- 
lion, in taste and in buying power. Her calendar is 
dated November first and the chances are that she has 
only recently returned to town. A winter of social 
obligations is before her—each calling for certain 
kinds of costumes and certain appropriate shoes. The 
footwear she wants is fashion footwear and so the shoes 
shown here represent fashion, not volume. “occasion” 
—not utility shoes. 

In the wardrobe of this important customer, four 
types of clothes will figure. (We have grouped our 
shoes, as you see, under these four divisions.) She 
will have a suit (or several suits). She will, of course, 
have formal winter coats of cloth and fur. She will 
have cocktail or dinner hour costumes and evening 
clothes. The first, the third and the fourth of these 


ored velvet. 


types are more significant and will be better repre- 
sented in her wardrobe than they have in many winters. 

We will see her wearing tweeds in town all through 
the winter. Suits are strongly emphasized in all the 
collections. New, brighter-colored woolens give them 
new life. New ideas in silhouette also give them fresh 
zest. (The tunic, and the free-swinging back, taken 
from the tradesmen’s smock are the most significant of 
these.) Finally, these suits are now made practical for 
cold-weather wear with vests of fur or woolen or warm, 
hand-knitted sweater-blouses. 

All this means a greater interest in tailored shoes. 
with sturdy, heavy lines and substantial leathers. There 
will be a high-fashion demand for these tailored types. 
long after the football games are over. Their season is 
definitely extended—-an important point for the retailer 
to bear in mind when he plans his winter season. 

[TURN TO PAGE 48, PLEASE] 








The 


Cruises South 
or Travels North 


ALONG about Nov. 1, the needle of fashion begins to 
vibrate toward the South. Last year the Florida resorts 
began to take on life again and the situation looks prom- 
ising for next Winter. As “The New Yorker” says, the 
Florida boomers are talking another severe Winter. 
Everybody who felt the cold of last season is a natural 
prospect for a southern trip somewhere. Weather or no, 
business improvement or no, the cruise business is get- 
ling better every year. And every store—big or little, 
inland or on the seaboard, can get its share of cruise 
business. 

The five shoes in the colored panel represent our idea 
of a minimum cruise shoe wardrobe. Everyone needs a 
rubber-soled shoe for golf on land and for deck sports 
on board ship. Everyone needs a more formal sports 
type shoe for shore trips and general spectator wear. The 
beach sandal is indispensable. The dress pump goes with 
afternoon costumes and the evening slipper completes the 
picture. 

A low-heeled sandal might be added to this group, but 
chosen with care, for the feeling is that the open-toe (ex- 
cept in beach shoes) has had its day. The first southern 
sandals, like the current evening slippers, will be open 
and airy, without exposing the toes. 

Fabric shoes look promising in the dressier types as 
well as in informal sandals; following on with their 
career of last Summer and this Fall. But, to show in their 
first samples, manufacturers who are now thinking about 
southern lines are looking for weaves more open than the 
gabardines and reps. Crocheted effect meshes, which 
were prominent in the better shoes last season, point the 
way. Several Florida retailers have also found that com- 
binations of fabrics, in plain weaves combined with col- 
ored jacquards, were successful novelties. 


Our white panel shows the other extreme of Winter vaca- 
tions—pointing to Lake Placid and other northern resorts, 
or simply to the Winter sports that can be enjoyed in one's 
own back yard! 


a we plenty of women interested in Winter sports \ | i The Northern Sports panel shows (left to 
shoes who never get more than ten miles from home. Plenty } H zl 6 
of them play golf till the snow flies. Lots of them like to _ - oa. ene —— ase 
tramp the whole Winter through. And there were thousands mace 'O resist wearer; a eavy-soied 
of ski-trousers and ski-boots sold last year to people who ; oxford with a new cord device to hold the 
could never stand up on skis! lacing; The galosh in rubber that simulates 
With the severity of last year behind us, with the growing . heavy-grained leather; the ski-boot thet 
interest in Winter exercise, there is a real place in Winte- is the proper complement to the ski: 
merchandising for sturdy, seasonable, sports shoes. ' trousers worn more and more for general 
Winter sports. 

















Tacked to our sketch-block are sugges- 


tions of shoes for the two extremes of 
the Winter sports scene. 








The Southern panel (left to right) illustrates the \ 
airy pump in fabric or kid; the anklet evening 
slipper which promises to be important for re- 
sort wear; A cotton cord beach slipper with 
molded heel and patented hinged sole; A spec- 
tator shoe showing the new note of button 
fastenings; The rubber-soled monk type which 
lends itself to effective contrasts in leathers. 





¢ any Woman 


Chooses Her Shoes 


for Fashion Plus Utility 


ome business girls discussing their wardrobe_plans the 

\\ jother day. One of them~had bought a two-piece satin 
Y dress, with two extra blouses. “And the most formal of 
the blouses—a tunic length metal-shot crepe, is going 
todo duty for five o’clock dates. That girl and many 
\othiers are in the market for a pump like the Tre-Bark 
Suede model shown at the extreme right in the sketches. 

it was a great day for the busy woman when fine- 
graihed shoe leathers came into the picture, for these 


THESE shoes represent a Winter selection for the 
woman who must make a small wardrobe do duty for | 
many months and many occasions. Her clothes budget 
is limited; her time for buying clothes is limited; and \ 
her taste runs to a more staple choice because staples 
have a longer life. 

Everything she buys from Nov. 1 on is keyed to the 
most important purchase she has made—her Winter 
coat. She will probably wear that coat day in and day 
out. Shoes that are too sporty in line are extravagant. 
Shoes that look too light and dressy for that coat are 
impractical too. In other words she is interested in a 
generally wearable and adaptable shoe. 

It was a great thing for her when the fashion for 
moderate heels with a substantial base became widely 
established. Now she can find semi-formal shoes with 
lines that look well with a silk dress indoors and with 
heels she can walk in when her work takes her out. 

One of the first things a woman learns when she goes 
into business is that shoes can do more to upset her 
peace of mind than any other purchase she makes. 
Dizzy heels are all right for the little girl that sits at 
her typewriter all day. But the woman who does sell- 
ing, or the executive who must be on her feet, or any 
woman who is at all active in her work, finds that the 
20/8 heel, day in and day out, is a practical impossi- 
bility. Moderate heels in smart shoes have been a long 
time coming . . . but now, we believe, they are here 
to stay. And the business woman is grateful. 

She will want one high, slender heel shoe, however, 
in this shoe wardrobe of hers. Perhaps she keeps it in 
her desk, against the times when she goes straight from 
work to dinner or a cocktail party. This year the uni- 
form for such occasions will bea fine wool or heavy 
silk skirt worn with a formal blouse. We overheard 








The new fabric shoes offer her the same practical ad- 
vantages. They feel light on the foot and they stand 
up out of doors. We have a feeling that there will be 
many busy women interested in buying fabric shoes 
after the early Fall season is over. 
go with that Winter coat of hers. 
clean and they give long and satisfactory service. 


Fabric shoes will 
They are easy to 


The average busy woman is sold on the advantages 
of the oxford. because it gives support to the foot and 


Crushed ~calf is used for this 
smart, side-buckling step-in, with 
the moderate leather heel 


A kid oxford of patented de- 
sign with stitched saddle and 
tip of patent leather. The place- 
ment of the eyelets makes it 
easier to get into than the 
usual side-lace shoe 


because it keeps its shape better than any other shoe. 
But the oxford she chooses will probably be one of 
moderate height, not one of the ankle-hugging variety. 
Here again she must figure on footwear that looks 
equally well with or without her outer garments. The 
step-in pump is another one of her favorites for exactly 
the same reason. 

The busy woman is a good prospect for a bag when 
she buys a pair of shoes. Anything a store can do to 
save her time is helpful. One of the smartest ideas we 
have seen in accessory tie-ups is the ensemble of bag 
and gloves made of the same suede. It is illustrated in 


Shoes that look well with her Winter coat 
are this customer's preference. Substan- 
tial leathers are styled in oxfords and 
step-ins with heels of medium height. 


the lower right hand sketch. The leather is washable 
and non-crockable; the gloves can go in the wash-basin 
and the bags never rub off on her clothes or her hands. 

And another accessory feature that the shoe store 


sells which appeals to the busy woman is the stocking 


[TURN TO PAGE 68. PLEASE | 


ihe pump for five-o'clock dates 
is in plain and Tre-Bark suede 
with an inset grosgrain bow 


Ensemble of glove and bag, 
both in the same non-crockable 
and washable suede. Note the 
hand-stitching on both. Handles 
are the new note in bags— 
useful for the busy woman 





Shoes below (Left to right)—(1) The puckered moccasin boot is promoted as a practical 


ventilated shoe for winter. 


(3) Child's moccasin oxford in the new, two-tone treatment of cat. (4) 
(5) Girl's patent leather slipper made with a light, 


Boy's or girl's shark-tipped oxford. 


(2) Baby shoes may now have grained leather tips and stays. 


(In Corner) 


bevelled welt. (6) The gored tie, a new note in girl's oxfords (zipper gores also important.) 


(7) Instep-strap dress shoe for the growing girl. 
sub-deb. 











All the CHILDREN 
Must Have 


When Winter comes, what will be outstanding about 


Anp how consistently they do need shoes! We 
have been watching the pre-school selling in the chil- 
dren’s departments these September days. One mother 
of four, having outfitted the entire collection, gave a 
little rueful sigh and said, “Well, I hope these will 
last till Christmas.” But they won’t. She'll be back 
in November for more play shoes, more school shoes 
and certainly some dress shoes for that active-footed 
family of hers! 


(8) Tongue pumps are featured for 
(9) A new closed ghillie in plain and grained calf. 


Shoes 


children’s shoe selections? The general feeling is that 
nothing ever changes in children’s footwear. Such is 
not the case this year. There is a very decided differ- 
ence. Stores that have their merchandising ears to 
the ground have noticed it to a marked degree. 
Children’s shoes are getting heavier, sturdier, more 
substantial in line and leather. Broguey types are 
selling better and better. And as the cold weather 

















When Winter Comes, What Will 

Be Outstanding in Children's Shoe 

Selections? Some Shoe Men 

Seem to Think Nothing Ever 

Changes — Much —in Children's 

Shoes. But It Isn't so. This Year, 
for Instance— 


Watch the new trend 
in children's clothes as 
an_ indication as to 
coming styles in chil- 
dren's footwear. 


comes closer, this trend will be more and more evident. 

The memory of last Winter’s weather has something 
to do with the case, but more important than this is 
the change in children’s clothes. We are adopting very 
thoroughly the British manner of dressing the young 
generation. Sturdy fabrics, simple substantial lines, 
with shoes following the costume trend. 

Another mother we saw recently remarked, as she 
inspected the sturdy little brogue the salesman had 
fitted to her child, “It looks different, doesn’t it? It’s 
almost like a golf shoe.” And the clerk answered, 
“Yes, it does, but that is the kind of shoe we are sell- 
ing.” And he went on to say how it fitted in with the 
new clothes. 

Even some of the infant shoes show the influence. 
Baby may now take its first bow in little boots with 
sturdy grained leather tips and stays! (See the second 
illustration in the panel above.) 

In shoes for small boys and girls, sharkskin tips are 
very important. Three models are prominent. (1) The 
brogue oxford, with or without the kiltie tongue. 


(2) The moccasin shoe. (3) The saddle shoe. Calf 
or elk are the leathers. As the child grows older, the 
grained calfskins and seals come into the picture and 
are particularly emphasized in growing girls’ shoes. 

Kiltie tongue shoes have a special reason for being 
this year. Scotch plaids are smart for children. Very 
smart. And the Kiltie tongue has the same ancestry. 
A display of plaid materials, with a showing of Kiltie 
tongue shoes, would have timely interest this year in 
the children’s department. 

Two-tone calfskin shoes are another new 
They belong, as one retailer pointed out, with the mix- 
Moccasin 


feature. 
ture materials used in children’s clothes. 
effects lend themselves very well to this treatment. 


STORES that have exploited the zipper oxford have 
found it most successful. Children like pulling the 
slide fastener. And mothers find this “self-help” fea- 
ture very helpful indeed. The gored front stay, char- 
acteristic of the zipper model, has also been used in 
laced oxfords. 

Ghillie models are more prominent in higher-priced 
shoes for girls than in popular lines. The same thing 
is true of the Monk treatment. (Stores tell us that 
rubber and composition soles have greater acceptance 
this Winter than ever before. In the better shoes, any 
danger of soles over-heating the feet has been overcome 
by improvements in construction. 

In dress shoes for girls, the patent one-strap is still 
supreme. But the growing girl gets out of this strap 
type as fast as she can. We noticed a mother and a 
12-year-old daughter, the other day, buying a dress 
shoe. “Do you want a strap shoe, Mary?” asked the 
mother. Mary shook her head very violently. No 
baby shows for her. Her choice was a step-in with a 
little tongue and buckle! 

The step-in, the sailor tie and the low-riding strap, 
as shown in our illustrations, are the sub-deb’s first 
choice for dress and street wear. The favorite sports 
shoe continues to be the saddle oxford, which is also 
her older college sister’s campus uniform. 

A Fifth Avenue store, famous for its junior shoes, is 
planning a clever promotion for this age. They are 


[TURN TO PAGE 68, PLEASE] 


The shoes below (left to right)—(1!) The school and col- 
lege girl's favorite saddle oxford developed in service 
leather and plain calf. (2) Silver kid evening sandal for 
the sub-deb. (3) Semi-dress strap pump in crushed kid. 
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F there’s any time when shoe men are warranted in expecting to 
sell more pairs of men’s shoes, that time is the Winter season. 
Stormy weather. Cold. A genuine health and comfort need for protective 
footwear and stout shoes to stand the gaff of daily wear. That’s one side of 
the picture. The other is dressy footwear for smart indoor occasions, whether 
formal or informal. In this connection, there’s every indication of more of 
the dress-up spirit this year—and more formality. That should mean much 
to the shoe business, and especially to that layer of it that sells the quality 
grades. 
During the Winter months expect stormy weather, clear cold days and some 
temperate Winter days in most parts of the country. Expect, too, the largest 
interest ever experienced in formal and informal evenings, everywhere. 


It is on these reasonably certain expectations that Boot anD SHOE RECORDER 























presents a complete shoe wardrobe of the better grades of shoes which will meet 
these positive requirements. 

For stormy weather wear, the first nomination is a good water-resisting grain 
shoe, either Blucher or Bal pattern. Bluchers are preferred, for there is something 
about a Blucher which seems to go with stormy weather. The man will probably 
be wearing a rough clothing material on that kind of a day. He will want a goodly 
amount of protection underfoot in the shape of a storm welt or a full cork sole, in 
addition to the heavy single or double sole. 

[TURN TO PAGE 48, PLEASE] 
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T HERE are practically no individual college, prep or 
high school shoe styles this Fall, as there were a few 
years ago. True, some localities run more to an occa- 
sional extreme style than others, but when it’s all sifted 
down, it will be found that there is an almost universal 
style appeal as far as the boys are concerned. 

Just a word about the Winter fashion picture. The 
fabrics in men’s clothing have never been so varied or 
interesting. Naturally this is reflected in the interest now 
being shown in leather surfaces. An extensive use of 
tweeds in suitings and heavy coatings will be unprece- 
dented, with several new weaves to brighten the picture. 
Harris tweeds, with a slightly noticeable diagonal, are 
appearing; plaids and checks, from the ever popular 
Glen plaids in the heaviest of woolens to the refined 
hound’s tooth and the bolder gun club check, are com- 
manding attention in the new Winter lines which have 





just opened on Fifth Avenue at retail. There are several 


new novelty weaves with a decided accent on design, one 
of which we illustrate on another page, namely the 
Grecian Key Pattern, which Raymond Twiefort, New 
York tailor, uses as an example of how design is improv- 
ing men’s dress. You can be sure of one thing; men are 
going to buy shoes and hose with greater care this Win- 
ter. Whether or not they admit it, they are becoming 
sold on the ensemble idea of dressing. 

Coming down to the question of shoes, comfortable 
streamline patterns on brogue type lasts will be most 
popular, while plain toes built over the proper lasts look 
most inviting for general late Fall and Winter shoe 
selling. 

Prep school boys, too, will probably want something 
in reversed calf shoes, with wing tips or plain toes, plus 


the Bluchers. 
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There seems to be a distinct demand practically all 
over the country for Fall types of sport shoes. These sell 
best in rough leathers, such as genuine seal and suede 
finish calf, plus the regular grains. Smooth crepe soles 
have been replaced with rough ribbed crepe. Compo- 
sition soles are favored by many young men. 





























College men and prep school boys are getting 
away from the very heavy types of shoes. They 


A great talking point stressed by those stores featur- 
ing the so-called Cuban type of shoes, is that these shoes want sturdy footwear, but not shoes that are too 
are very desirable as a “bang around” proposition, plus rough. Comfortable streamline patterns on 
the fact that they are practically waterproof in construc- 
tion. They will stand a great amount of the ordinary 
hard wear that all boys’ shoes are subject to, and come 
out looking good. Some of the crepe soles are a full 18 types of sport shoes. 
iron sole of red, rough crepe rubber. 

A genuine seal tailored Bal, wing tip oxford will be a 
leading number which will appeal to many boys of high 
school age. Real high toes in the popular priced field 
are also attracting the attention of the younger men. 
Fellows who have worn broad toes have swung to the 
custom last, but find that they do not have quite enough 
room for comfort, hence the fairly high toe with quite a 
recede at the tip end. These lasts are somewhat high 
walled. but not extreme. 


brogue lasts will be popular and there will be 
a distinct demand, all over the country, for Fall 

























America, and Young America in particular, seems. to 
be very streamline minded, whether in its buildings; its 
furniture, its automobiles, its dress and its footwear; a 
point that alert style authorities are not losing sight of 
in the rush for new things. 

The young-man-college types of footwear are very 
much in the picture again—not the all-frilled styles of 
balloon days—but types reflecting the “studied careless- 
ness” that makes them truly masculine. 

Both college men and prep school boys are getting 
away from the very heavy Scotch grains in the big city 
trade. They want sturdy footwear, but not shoes that are 
[TURN TO PAGE 68, PLEASE |} 
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September 15, 1934 


SHOES for the SOCIAL SEASON 


The formal suit or ensemble for late 
afternoon or the cocktail hour is 
equally important. And the contest is 
dramatic between tweeds and these fine 
woolen or velvet suits. Paris has 
drawn the line more sharply than in 
many seasons between tailored and 
formal types. This elegant, formal 
costume calls for exactly the opposite 
type of shoe—with fine lines and ex- 
quisite detail. Here is where the fine 
k'd shoe, the fine suede shoe, the formal 
silk fabric shoe steps into the picture. 

And in this connection—a_ special 
word about suede. There comes a time 
(often far too early in our opinion) 
when almost every merchant feels he 
must clear all his suede shoes. And 
yet, a successful retailer of high-grade 
footwear tells us he can always sell 
suede shoes—in December and in July. 
The tradition that suede goes out when 


[CONTINUED FROM PAGE 35] 


the first snowstorm comes in has little 
bearing on upper-end merchandising— 
for here appropriateness to the cos- 
tume and the occasion is more impor- 
tant than utility. There are costumes 
for which calf shoes will be wanted, 
costumes for kid shoes, costumes for 
suede—all through the season. 

Evening shoe business is booming. 
We find women buying expensive eve- 
ning shoes again. The two chief in- 
fluences in the evening mode—the slim, 
slit sheath and its opposite, the “Crino- 
line” or extremely full-skirted and 
ruffled hemline, both put a new empha- 
sis on the evening shoe. The over- 
whelming importance of lamés in the 
formal mode has made the simple little 
dyeable model look thoroughly out of 
date. Gorgeous metal-shot materials are 
the news in evening footwear now. 

To predict which models this high 


fashion customer will want on Nov. 1 
and afterwards, is no easy matter at 
this point. Every retailer, of course, 
watches his Fall selling closely and 
bases his reorders and new selections 
on the successes of the Fall season. In 
general, however, we see every indica- 
tion of a continuing demand for high 
cut types in daytime footwear. Monk 
effects, glove-fitting gored shoes and 
buckled treatments have an increasing 
importance to go with the new Moyen- 
age, “Ecclesiastical” or “Churchly” 
fashions, which are expressed in cos- 
tumes by exaggerated cowl lines, rope 
belts, “cathedral” window colors. 
Watch their acceptance as the season 
progresses. And in evening shoes, 
watch the anklet slipper, for it, too, 
has a romantic new character in keep- 
ing with the new clothes. All in all, 
it looks like an interesting winter. 





The Compleat Gentleman 


[CONTINUED FROM PAGE 43] 


Shoes of this nature are always of a 
grain or boarded type of brown leather, 
never a black. They will be pinked and 
have wing tips, punched up somewhat, 
to avoid the appearance of too much 
plainness. Regarding lasts, there will 
be .a strong tendency toward the full 
toe, on the order of the Hague last. 
Full bellows tongues and full leather 
linings will give the shoe warmth and 
added sturdiness. 

The coming Winter season will see 
more half double soles than has been 
experienced in a long while. Reason, 
there is comparatively little extra 
heavy leather suitable for overweight 
single soles, so the added weight is 
gained by using a slip sole. There is 
no great demand for the full double 
sole to heel. 


Norwegian Grains in Order 
On the cold clear days, when the 


sidewalks are clear, the Norwegian 
grains will go well with the rough 
woolen textures which will be worn so 
much. These shoes are mostly distinct 
semi-brogues, including wing tips and 
some of the heavy perforations and 
pinkings. Shoes of this nature are 
tending toward lighter shades than in 
the previous class and to the more 
finely pebbled leathers, though they are 
plump veal weights. 

One very good shoe seen was a 
smooth veal blucher with a longer 
vamp than usual. A medallion tip sets 
this style off right. 

Soles are not quite so heavy in this 
classification, yet of a plump single 
weight. Lasts are mostly of a 
straighter type, with narrower toes 
than in the storm shoe class. Included 
in this group are the full Custom lasts, 
which are free sellers in most cities. 


For the more moderate Winter days 
—naturally the lighter uppers and bot- 
toms and the lighter colors of leather. 
While this third group are lighter in 
all departments, uppers are a good 
“H. M.” weight. These shoes are more 


conservative in detail because of the _ 


fact that the Custom last is used 100 
per cent in the making. While this 
group is somewhat lighter than the 
other two classes, they still carry the 
typical Winter look, which is borne out 
by pattern detail, plus the right 
amount of pinking and perforating. 

One outstanding novelty in this 
group is a seamless oxford, wing tip, 
rich brown calf, four brass eyelets— 
yes brass eyelets in a $12.50 retailer— 
built on a straight medium toe last. 

There is a marked tendency in some 
of the large city stores specializing in 
the top grades of shoes away from the 
very heavy Winter shoes. Business 
men, for everyday wear, want shoes 
having a sturdy feel and look, but they 
do not want very heavy shoes, because 
they do not need them. 


Softer Leathers Favored 


This same trend is reflected in the 
high-grade college trade. All heavy 
Scotch grains are out, as are all rough 
leathers. In their place are the softer 
boarded tannages. Warmth and pro- 
tection is gained through the general 
using of full kid linings which are well 
perforated for ventilation purposes. 

Here and there is a little talk about 
cordovan, but that is mostly confined 
to those stores which have sold this 
leather over a period of years and in 
so doing have built up a reputation for 
shoes of this character. 

Winter golf oxfords come in service 
calf, which will take plenty of punish- 


ment and come out looking good. There 
is a wide variety of materials and pat- 
terns to choose from in this field. Sev- 
eral brand new patterns look very 
salable in that type of merchandise. 
All of them are on the Blucher idea. 
As for soles, it appears to be one of 
those w. k. 50-50 propositions between 
the regular spike soles, composition 
types and the new soft gum rubber 
soles which will not slip. 


The Place of Black Shoes 


Black shoes now enter the discussion, 
for the conservative informal shoes are 
next under the spotlight. Detailing a 
perfectly plain shoe, save for an oc- 
casional small perforated vamp or a 
small center perforation on the vamp, 
is a matter for the really high-grade 
merchandisers. The hardest shoe to 
sell which looks the money is a plain 
shoe. That is where workmanship 
stands the test. Last tendencies are 
toward a narrow tread, medium toe 
straight wood. 

An innovation which several high- 
grade stores are playing with is a 
three- or four-button oxford, with a 
gray cloth top.~ Another is a plain toe 
light weight calf or patent leather but- 
ton boot, with the same fine gray 
cravanette cloth upper. 

For Tuxedo wear comes the plain 
toe patent oxford with its two rows 
of imitation tip stitching, which is 
more or less accepted with those ap- 
preciating the English influence in 
clothes. 

The standard patent leather pumps 
and oxfords for full evening dress are 
finding some real competition among 
the smart dressers in the use of fine 
black suede for this purpose. Black 
suede is a comparatively new note for 
men’s evening wear. It is now in its 
second season, having passed a critical 
first year testing period very success- 
fully. 
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No. 6539. Black Genuine Seal. 
Custom Last. 
No. 6559. Same in Brown Seal. 


ENUINE sealskin combines distinctive appearance 

with unusual durability and pliability. A fine 
leather that is given added character by Portage sty]l- 
ing and workmanship. Whether it be in correctness of 
design, in craftsmanship, or in quality of leathers and 
materials — Portage shoes have proved themselves con- 
sistently dependable. Write for our new fall and winter 
catalog—there are 170 in-stock styles to choose from. 


TO RETAIL AT $4, $5 AND $6 


PORTAGE SHOE MFG. COMPANY 


MILWAUKEE 
WISCONSIN 
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When writing advertisers please mention Boot and Shoe Recorder 
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Style Conference 
Committees 


HESE N.S.R.A. committeemen shall 

select the styles for the Spring and 
Summer seasons at the National Shoe 
Retailers’ Association Style conference 
to be held in New York City at the 
Hotel Astor on Sept. 24 and 25. 

Are you going to be at the conference 
to take advantage of the advance in- 
formation on shoe colors and styles? 

The railroads are offering reductions 
in rates to those who attend the 
N.S.R.A. conference for the first time 
in history. The N.S.R.A. is offering 
to its members written reports on the 
trends in men’s, women’s and children’s 
styles. Are you going to take Dame 
Opportunity by the hand and profit by 
the wisdom and experience of these 
committeemen ? 


Women’s Styles 
Committee 


Thos. F. Callahan, Chairman 
B. Altman & Co. 
5th Ave. & 34th St. New York City 
Paul Siegel 
c/o O’Connor & Goldberg 
205 S. State Street Chicago, IIl. 
F. Arthur Clark 
c/o Chas. A. Stevens & Sons 
19 N. State Street Chicago, Il. 
Paul C. Crawford 
c/o Crawford Shoe Co. 
Lima, Ohio 
Ben Cohen 
c/o Kaufman’s, Shoe Department 
Pittsburgh, Pa. 
Joseph Michaels 
c/o Saks 
34th Street New York City 
Milton G. Harper, Vice-Chairman 
c/o Harper Shoe Co. 
1022 Chestnut St. Philadelphia, Pa. 
W. J. Kaufmann 
c/o Sommer & Kaufmann 
838 Market St. San Francisco, Calif. 
R. D. Chastain 
c/o Imperial Shoe Store 
Beaumont, Tex. 
Maurice Miller 
c/o I. Miller & Sons 
1554 Broadway New York City 
Amos Reeder 
c/o Maurice Wyman 
19 W. Lexington St. Baltimore, Md. 
Chas. R. Thompson 
c/o Oppenheim, Collins & Co. 
35 W. 34th St. New York City 
James Smith 
c/o Loeser’s 
Brooklyn, N. Y. 


Fulton Street 
























N.S.R.A. Contribution to the 
Shoe Industry 


HE Style Conference, as conducted by the N. S. R. A., and to 
which all trade factors are invited to participate—is the 


RETAILER ASSOCIATION’S CONTRIBUTION TO THE 
TRADE. 


It is truly a “style clinic” —that is, the industry’s semi-annual round 
table event. The findings of the meetings go a long way toward elimi- 
nating waste, and are the tie-up and coordination of color, material, 
last, and pattern for the making of the finished shoe, that starts off 
all branches of the industry, each Season, on a sound working basis 


with a definite goal in mind. 


In prognosticating style in the past, the conferences have done a 
good job. Few grievous mistakes have been made, and predictions 
are, by a huge percentage, on the correct side. 


This is an educational session for all, and persons who have tenacity 
and perseverance to apply themselves to the work being done through- 
out the two days’ sessions, should go away from the conference better 
informed individuals, and, as a consequence, better fitted to conduct 


their business. 


Leaders from all branches of the trade take advantage of the oppor- 
tunity the conference affords, and each year’ the show is growing in 
popularity, as is apparent by the ever increasing attendance. 


The most important feature of the conference is, of course— 
“Fashion Forecast Recommendations that are Finally Arrived at,” 
and much keener interest should be manifested in these events, be- 
cause they are not only informative, but are educational, as well. It 
is my opinion that the conference is a great factor in stabilizing the 
shoe industry. 


The combination of the opening seasonable showing of American 
leathers of the Tanners’ Council makes this conference doubly valu- 
able, as this works out to the convenience of all shoe men. 


There is no doubt in my mind that this conference will become a 
more important event of our Association each succeeding Season. 


M. A. MITTELMAN 
President of the National Shoe Retailers Association 
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RETAILERS ASSOCIATION 


HEADQUARTERS :—3022 Empire State Building, New York 
JOHN J. HOLDEN, Manager 








CALL TO ARMS 


Shall the Government Distribute Shoes? 


HERE is a possibility that the government shall undertake the 

distribution of all shoes and leather products expressly manu- 

factured for the use of the unemployed. It has been sua- 
gested that the finished products shall be distributed through 
relief channels, ostensibly not in competition with business 
establishments. 


The N.S.R.A. is in opposition to this plan, and to any plan 
that avoids the normal channels of shoe distribution. The N.S.R.A. 
believes that the retail method of fitting and selling, as performed 
by the retailers throughout the country, has proven to be the 
only healthy and economically sound method of tending to the 
foot needs of the people of America. 


It is better to give people the money to buy, than to give 
people the commodity; for it is only then that normal channels 
of distribution are aided and utilized. 


The probability of the entrance by the government into business, 
directly or indirectly, has caused tremors of concern throughout 
the country. Mr. Harry McLaughlin, of the Potter Shoe Co., 
states in a recent letter: ''We are much concerned in Cincinnati 
about the possibility of the government's buying of hides, and 
are threatened at the present time by a mattress factory to be 
managed by the government, which we are sure will undersell 
the local mattress factories. | surely hope that the Allied Shoe 
Industries will be careful to let nothing of this sort take pace." 


* * * 


Manufacturing, as well as retailing organizations have already 
informed the government of their opposition to government in- 
tervention. Your Association has demanded from the President 
an answer that will give the government's plan of shoe distribution. 


Until then inform headquarters of the 
Shall we press charges against 
Shall we organize 


We await his answer. 
action you wish us to take. 
governmental intervention in distribution? 
nationally to fight? 


Shall the government be allowed to distribute shoes? 





Men's Styles 
Committee 


George Hess, Chairman 
c/o N. Hess & Sons 
8 E. Baltimore St. Baltimore, Md. 
Jesse Adler 
Adler Shoe Co. 
215 W. 125th St. New York City 
Harry Silver 
. c/o O'Connor & Goldberg 
205 S. State St. Chicago, Ill. 
W. B. Huette, Jr. 
c/o W. B. Huette Shoe Co. 
714 Washington St. St. Louis, Mo. 
Howard E. Nay 
c/o Nay Shoe Co. 
1311 Market St. Wheeling, W. Va. 
Morris Weingarten 
c/o London Character Shoes 
387 4th Avenue New York City 
George N. Geuting, Vice-Chairman 
c/o Geuting’s 
1230 Market St. Philadelphia, Pa. 
Herbert G. Hanan 
Hanan & Son 
Water & Front St. Brooklyn, N. Y. 
Ralph P. Levy 
c/o M. Porkorny & Sons 
124 St. Charles St. New Orleans, La. 
A. E. Taylor 
c/o Hassels, Inc. 
50 W. Van Buren St. 
A. B. Young 
c/o Young Shoe Co. 
514 S. Broadway Los Angeles, Calif. 
Elmer C. Diemer 
Parker & Diemer 
Broadway & 36th St. New York City 


Children’s Style 
Committee 


Maurice J. Yoskin, Chairman 
c/o Geuting’s 
1230 Market St. Philadelphia, Pa. 
Clyde K. Taylor 
c/o Stuart J. Rackham Co. 
Park & Elizabeth Sts. Detroit, Mich. 


Miss Mary E. Downey 


. Thalhimer’s 
Richmond, Va. 


Michael P. Morrissey 

Franklin Simon & Co. 
414 Fifth Avenue New York City 

Miss I. Bosch, Vice-Chairman 
c/o Best & Co. 
5th Ave. & 38th St. New York City 
John Downey 
c/o Hutzler Bros. 

Baltimore, Md. 


Chicago, IIl. 


J. Veax 
c/o Wm. Hahn & Co. 
7th & “K” Sts, N. W. Washington, D. C. 
Miss Celia Berkowits 
c/o Bloomingdale Bros. 
59th St. & 3rd Ave. New York City 
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Our two factories enable us to provide ex- 
cellent delivery service of beautiful footwear, 
manufactured under the supervision of the 
finest shoemaker in America. 





EVENING SANDALS --- SOFT SOLES --- HARD SOLES 


When writing advertisers please mention Boot and Shoe Recorder 
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Fall 1934 ushers in the greatest season in the 
development of the Tupper organization with an 
impressive new line that is -a brilliant expression 
of present achievements and a glorious promise 
of still greater ones to come. 


We are genuinely proud of our Fall Presentation 
. .. a parade of beauty, smartness and craftsman- 
ship that is unrivalled for variety and salability. 
Tupper Evening Sandals, Tupper Soft Soles, Hard 
Soles, Sol-ease, the New Intermediate Sole, Tupper 
Slippers and Cruise Footwear . . . everything the 
feminine world requires for relaxation and gaiety. 


Build your Fall promotion around the finest Tupper 
Line ever created ... and break all records for sales! 





25 Lofayette St, Brooklyn, NY.— 352 4+n Ave, New York. N.Y. AMA 


: Toconne Diigo fe Scio ring 


**SOL-EASE--- CRUISE F@T WEAR - -- HOSTESS SLIPPERS 


When writing advertisers please mention Boot and Shoe Recorder 

































REDUCED FARE 


Granted the 


17th ANNUAL SPRING 
COLOR CONFERENCE 


September 24th-25th 
New York 


Conference Leaders N. S. R. A.: General 
Chairman—F. Paul Riley, Walk-Over Fifth Ave. 
Shop, New York City. Women's Style Com- 
mittee—Thomas F. Callahan, Chairman; B. Alt- 
man & Co., New York City. Men's Style 
Committee—George B. Hess, Chairman, N. 
Hess & Sons, Baltimore, Md. Children's Style 
Committee—Maurice J. Yoskin, Chairman, 
Geuting's, Philadelphia, Pa. Volume Styles 
Committee—R. D. Hofheimer, Jr., Chairman, 
Hofheimer's, Inc., Norfolk, Va. 


ANTICIPATING a new and brighter Springtime 1935, 
the Joint Styles Conference, sponsored by the National 
Shoe Retailers Association and the Tanners’ Council 
of America—and including in its deliberations associa- 
tions and men in all branches of the industry—opens 
September 24 in two-day session at the Hotel Astor, 
New York City. The Spring leathers will be on dis- 
play in the Grand Ballroom. 

Since the birth of the conference idea in 1917 as a 
war-time measure to standardize the footwear of a 
nation, the conference has worked as a body coopera- 
tively. Following the war it changed its economic 
base to serve a fashion function. In the determination 
of color trends it has done much significant work these 
past 17 years. 

Supplementary thereto has been the styles report, 
now issued semi-monthly, giving the trends of lasts, 
heels and types of shoes. The coordinated work of 
the Joint Styles Conference is therefore the major 
planning board of the entire industry. The conference 
scheduled for September 24-25 plays an important 
part in laying the platform for style for next Spring 
and early Summer. 

The fact that the coming Joint Styles Conference is 
scheduled for an earlier date than heretofore has 
necessitated some changes in the program. It was the 
experience of last Spring’s conference that the opening 
day’s session was the more important of the two. 
Each division of the trade holds a separate forum. 
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September 














THOMAS F. CALLAHAN 


N.S.R.A. Chairman 
Women's Style Committee 






The women’s division had an attendance of 400 and 
the men’s and children’s divisions showed increased 


attendance over previous years. These work sessions 
are given over to the detailed study of fashion and a 
consideration of the styles report, paragraph by para- 
graph. Discussion and debate is invited on every 
point. 

The second day’s session is made an opportunity for 
a general meeting. Speakers of prominence in the 
fashion world will forecast trends and tendencies for 
Spring-Summer 1935. An interesting feature of the 
program will be the presentation of similarities in 
fashion movement in men’s and women’s attire, empha- 
sizing the importance of the study of both streams of 
style to determine possible footwear use. The general 
styles meeting usually brings an attendance of over 
1000 shoe and leather men and women. 

For the first time in the history of the conference, 
the benefit of reduced railroad rates has been granted 
by the Central Passenger and Trunk Line Railroad 
Associations. Here are the rules and regulations for 
special fare certificates: 

A concession of one and one-third fare on the “Cer- 
tificate Plan” will apply for members and dependent 
members of their families attending the meetings of 

National Shoe Retailers Association, and 
Tanners’ Council of America, 
to be held at Hotel Astor, New York, N. Y., Sept. 24-25, 
[TURN TO PAGE 80, PLEASE] 
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PPORTUNITY 


WITH AN AIR-O-PEDIC FRANCHISE 


Open your shoe department to the Air-O-Pedic 
market—and to Air-O-Pedic profits! For Air-O-Pedics 
are corrective shoes that are not only scientifically 
constructed, but which also have style. These two 
factors, plus excellent quality in leathers and work- 
manship, make dependable, salable merchandise. 
... And the retail price of Air-O-Pedics is $6.50, to 
meet the popular demand. Nearly 100 styles in stock, 
and all sizes and widths. 

The Air-O-Pedic franchise permits liberal profits. 
If you are interested (and you should be), write for 
information to the Air-O-Pedic Shoe Company, 


Brockton, Massachusetts. 

















NINE REASONS WHY 
AIR-O-PEDICS 


WILL INCREASE YOUR PROFITS: 


Correct fit: Air-O-Pedic 
lasts allow the ball of 
the foot to fall in its 
natural position. 


2 Metatarsal arch sup- 
ported without strain. 


8 Air-O-Pedic Arch: Com- 
fortable, because it's 
scientifically correct. 


4 Steel shank: Air-O- 
Pedic’s scientifically 
designed arch is _pre- 
served by a steel shank 
which will withstand a 
weight of 300 pounds. 


5 Extra ease for cuboid 
bone: Ample room here 
perfectly balances the 
weight between the 


ball and heel-tread, 
keeping the foot in a 
normal position. 


No slipping; no _ gap- 

6 ing: Air-O-Pedic 

hoes fit securely. No 

chafing and no friction 
to wear out hosiery. 


7 Non-binding vamp and 

throat line: Gives com- 
fort and relief at an 
important point of 
pressure. 


Cushioned heel rest: 
Air-O-Pedic heel rest— 
a shock absorber at 
every step. 


9 Newest styles in all the 
wanted colors and 
materials. 

















AIR-O-PEDICS 


WALK ON AIR IN AIR-O-PEDICS 


When writing advertisers please mention Boot and Shoe Recorder 
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To Operate ‘Without Taking 





What This Country Needs Is 
= 


The New Deal Demands It— 
The Customer Deserves It— 
Now HEARNS Does It! 





~. NO DIVIDENDS 

~ FOR A YEAR 
Profits go into 
LOWER PRICES! 







ERE IS A DEPARTMENT STORE thar 
is able to step out and say: “I'll pay no 
stockholders any dividends. I'll pay no bankers 
any bonuses. I'll pay Wall Street nothing. 
Mot even the owners can collect a cent of 


There isn't a soul to draw profits or dividends! 
Hearns owners are free to give the whole store 
away to ics customers if chey feel like ic.” That's 
what you'll chink is g 

new proces woder this Piao! ‘We kaow this is good 








profits —or even salary! Not for a year! The business —for you, for us and for the whole 
cmstomers of Hearns are going to share the profits.” country. Lower prices will sell more goods—put 
Heasns can do this—because Hearns ea ae - 
buys and sells ONLY FOR CASH... 

Lower prices—kepe withia reach of 


ity—that is Hearas baclecry... THs 
CUSTOMER COMES PIRST! 


We believe Americana iadusery 
should follow the Hearo Plaa. 


And nobody owes Hearns a penny. 
More important, HEARNS OWES 
NOBODY! 


Hearns is in debt to no one. It 


hasn't a single obligation to aay 
stockholder outside of its President. It STARTS Soon! Watch for the date! 


HEARNS-14 ST. . s:.. 


As "The New Yorker" facetiously said, “operating evidently for 
no other reason than to keep their escalators running." 




















In the adoption by Hearns Department Store (New 
York City) of a “profit-sharing sales policy,” whereby 
for the period of one year the store will call off all 
dividends and turn back profits into lower prices, is 
seen a radical innovation. 

The Hearn Plan—“the plan which has gone the New 
Deal one better”—though not especially new in certain 
of its aspects, is most decidedly novel as a widely pub- 
licized promotion. 

In essence, the plan is constituted of the following: 


(1) The cancellation of all outstanding debts of 
customers incurred on time payments. 

(2) The foregoing of profits for the period of one 
year; to result in lower prices. 

Describing the Hearn Plan, Maurice Levin, president 
of the concern, states: ““We are able to do this because, 
fortunately, we have no stockholders, bondholders or 
bankers in this business. We have deposited 100 per 
cent of the Hearn stock in our safe. It is going to stay 
there. There isn’t a soul to drain off dividends from 
this enterprise. For a year the owner management will 
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Profit’ 


Unusual Plan by Hearns, New York, 
to Go the ''New Deal One Better," 
Foregoing Profits for a Year to 


Make Prices Lower 


not even draw a penny in salary. Since we are en- 
tirely on a cash basis, owe nobody, and have no obli- 
gations of any kind, we are perfectly free to take this 
step. 

The Hearn Plan has several objectives, according to 
Mr. Levin. “First, we are anxious to help people with 
limited incomes make ends meet. We believe, also, our 
plan will help speed Recovery. More goods will pass 
over counters, more mills will be busy, and more jobs 
will be the result. In bringing prices down, we are 
going to try to do so right down to the very bottom 
allowed by NRA.” 


THE first of the series of striking institutional ads 
which appeared in the major metropolitan dailies an- 
nounced in glaring type, “To the Thousands of Cus- 
tomers Who Owe Hearns $176,436.88. Your debt is 
cancelled! . . . Several thousand people owe Hearns 
for debts incurred on time payments, before this store 
went on a cash basis two years ago. To them we say: 
‘Forget It! There’s a New Deal! You owe us nothing.’ 

. Hearns owes nobody. And nobody owes Hearns!” 

This was followed up by other ads equally effective. 
One, with a close-up illustration of a woman’ head, 
quoted, “I'll tell you what we want—We want LOWER 
Prices!” And in the body of the ad: “To American 
Business we say: The quickest way to Recovery is to 
sell more goods, put more people back to work. 
LOWER PRICES—the Hearns Plan—will do this!” 
Another ad shows Al Smith in a characteristic pose, 
with the head: “says Al Smith, ‘I’m proud of Hearns! 
A store close to the heart of New York . . . and close 
to my heart, too.’ ” 

Both Alfred E. Smith and Mayor LaGuardia were 
broached by Mr. Levin before announcements of the 
plan were made and they both expressed themselves 
as interested in its success because of its social impli- 
cations. Mr. Levin says: “I discussed the plan with a 
number of other public leaders (General Johnson was 

[TURN TO PAGE 68, PLEASE] 
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IF you want more wear e and 


value for your customers 


The Golf Design 

Women’s, Men’s, 

Misses’ and Child's 
Sizes. 


The Sport Tred 

Men’s, Women’s, 

Boys’ and Youths’ 
Sizes. 





DRYDEN RUBBER COMPANY 


CHICAGO, ILLINOIS 
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Now Is the TIME to MODERNIZE 


[CONTINUED FROM PAGE 30] 


further that the final termination date 
of the lease is at least six months be- 
yond the final maturity of the note); 
or any partnership or corporation, with 
a regular income from salary, com- 
missions, business or other assured 
source. It is not necessary to be a 
depositor in the financial institution 
consulted. 

Loans may be applied for at any 
National Bank, State Bank or Trust 
Company, Savings Bank, Industrial 
Bank, Building and Loan Association 
or Finance Company approved by the 
Federal Housing Administration; or 
to a contractor or building supply 
dealer. 

The cost of loans for one year or 
more: 


Term of Note Discount per $100 


Face Amount of 


Note 
1 year $5.00 
18 months 7.14 
2 years .. 9.19 
30 months 11.15 
| ae . 13.03 


This is a typical example of a one 
year loan: 
Suppose you borrow.... 
You pay bank discount of 5 per 
cent or.... re Peo oss 


$108.00 


5.40 


That leaves you.......... ...-$102.60 

You deposit $9 a month for 12 
months—in a compound interest ac- 
count—a total of $108, sufficient to pay 
off your loan. 

In order to answer many questions 
asked regarding the eligibility of spe- 
cial items for inclusion in improve- 
ments which may be financed through 
modernization loans, a brief list (F. H. 
E. Form 15) has been prepared by the 
Federal Housing Administration, and 
may be procured by writing the Ad- 
ministration at Washington or by ap- 
plying at the local office in your dis- 
trict. Among the included and excluded 
items applicable of shoe stores are the 


following: 
Items considered “built-in” and 
therefore included in improvements 


which may be financed by moderniza- 
tion loans. 

Plumbing equipment. 

Individual lighting plants and equip- 
ment. 

Non-detachable heating systems and 
equipment (coal, wood, oil, gas or elec- 
tricity). 

Domestic water heating equipment if 
non-detachable. 

Conversion oil burners, including oil 
storage equipment and _ thermostatic 
controls. 

Heating control devices. 

Automatic stoking and ash removal 
equipment, if permanently attached to 
heating unit. 

Lighting fixtures of integral part of 
wiring or gas system. 

Radiation, if part of heating sys- 
tem, including valves and accessories. 


Water works system. 

Water supply and sewerage connec- 
tions with public mains. 

Air-conditioning equipment, if built- 
in. 

Humidifying equipment, if built-in. 

Built-in ventilating equipment, in- 
cluding fans. 

Forced heating circulation equip- 
ment. 

Fire escapes. 

Fire and burglar alarm systems. 

Linoleum and other floor covering, 
if laid. 

Built-in cabinets, 
cupboards. 

New doors and windows of all kinds. 

Built-in door or wall mirrors. 

Weather stripping. 

Awnings. 

Built-in package receivers and mail 
boxes. 

Store fronts. 

Items which are considered as “mov- 
ables” and therefore may not be in- 
cluded: 

Furniture of all kinds. 

Floor and other lamps. 

Show cases (unless built-in). 

Desks. 

Radios. 

Electric fans. 

Vacuum and other types of clean- 
ers, unless built-in installation. 

Single-unit air conditioners, unless 
built-in. 

All other strictly detachable and 
movable equipment and apparatus. 

Shoe store owners and lessees will 
do well to give the modernization loans 
available under the National Housing 
Act their serious consideration. Wise 
building improvement enhances the 
sales value of property; timely repairs 
forestall more costly repairs later on; 
and the psychological effect of a “new 
coat of paint” on the health, morale, 
and efficiency of clerks is not to be 
passed by without some __ serious 
thought. 

The Federal Housing Act was not 
enacted solely for the benefit of those 
in the building trades. Property im- 
provement, without question, is a wise 
investment, purely from the selfish 
point of view. By making a store 
safe from fire and other hazards, com- 
fortable and attractive, both to clients 
and those who serve, you are helping 
your business to pay you dividends. 


show cases and 





TO TAN DROUGHT HIDES 


The Washington Committee of the Tan- 
ners’ Council of America reports that the 
Government is now preparing bidding sched- 
ules for the contract tanning of all drought 
hides and skins taken off after September 5th. 

We are advised that the work will be done 
under competitive bids and that each mem- 
ber of the industry operating under NRA 
will receive from the Government a proper 
opportunity to bid for the work. 

Tanners’ Council of America. 
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Distinctive Los Angeles Store 
[CONTINUED FROM PAGE 26] 


also. Lattice work allows a view of 
the entire floor and the front entrance 
from the office. 

The store has a rear entrance as well 
as a front entrance, the former allow- 
ing customers to come directly in from 
the large, paved parking area. 

The location of these two entrances 
makes any air-cooling or air-condition- 
ing installation wholly unnecessary as 
the nearness to the ocean permits a 
cooling trade-wind to move through the 
room at all times. The store is in fact 
one of the coolest spots-in Los Angeles. 

A children’s department has been in- 
stalled with special space of its own 
at the rear beside the stairway that 
leads to the mezzanine. 

According to Emil Kayser, president, 
in charge of the general business 
policies of the company which now op- 
erates several quality stores in the 
Los Angeles area, only quality foot- 
wear will be featured in the new Wil- 
shire store. 

W. O. McCracken, well-known shoe 
man, has been named manager. 

The Wetherby-Kayser Shoe Com- 
pany has a long history. The start 
was made in 1885 in a smali way in 
Pasadena, Bruce Wetherby being the 
original proprietor. Emil Kayser 
joined the firm soon after and is still 
the president of the company. Mr. 
Wetherby died some years ago. Henry 
Wetherby and Frederic Kayser, sons 
of the founders, are also active in the 
company today. Oother pillars are 
Frank Bush, who has been merchandise 
man for many years, and Walden Ken- 
nedy, advertising manager. The main 
downtown Los Angeles store is located 
at 727 South Broadway. 





Predicts Long Brown Season 


CoLumMBus, OHI0O—That browns will 
have a longer period of popularity 
than in former Fall seasons and will 
take a more important place in selling 
women’s shoes is the opinion of C. A. 
Holloway, buyer for women’s shoes at 
the F. & R. Lazarus & Co. store. 
Mr. Holloway believes that browns will 
have a strong popular appeal away 
past the point where browns usually 
merge into black shoes and that the 
importance of the color has not been 
completely realized. 

He reports that suedes are now sell- 
ing quite well. Brown kids are at- 
tracting wide attention while greens 
are also being called for to a limited 
extent. Taking it all in all, the trend 
is varied with pleated effects in leather 
also doing pretty well. Trimming ef- 
fects, according to Mr. Holloway, are 
elaborate with stitchings on the tip 
and at the sides, overlays in various 
colored effects and some cutouts. Per- 
forations are not very popular for the 
Fall season. 

The tie ranging up to the eight eye- 
let effect is a good feature. 
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YOU PUSH EVANS 
SLIPPERS 


* 


The big slipper selling months are just ahead. 
Put slippers on display early this year—all 
signs point to the most profitable slipper sell- 
ing season in years. Ask “slipper head- 
quarters” to send the latest in-stock cata- 
log. Hard soles for men, both hand 
turned and cement. Padded soles 
for men and women. Retail 


$2.50 to $5.00. 








Will Men Yield 


[CONTINUED FROM PAGE 29] 


wardrobe containing at least four or 
five tuxedos. 

We had a very definite trend in the 
South last Winter that carried through 
in the smarter resorts here in the East 
toward the CHAMPAGNE COAT in 
the brighter tones of beige, maize, 
Quaker grey, cream and white, orange 
pastels, canary pastels with a bright- 
hued cummerbund and black or blue 
trousers. All white, white silks, tan 
silks—in fact pastels of practically all 
colors, should be advocated for south- 
ern wear, establishing them. still 
stronger for northern wear next Sum- 
mer. 


Appearance and Earning Power 


It is most important that what a 
man is wearing please the man for 
he is the earning power of America 
and cannot afford to neglect his per- 
sonal appearance. A smart appearance 
is the creator of a high morale. It 
instills in a man EGO, a confidence in 
himseif and to all with whom he comes 
in contact. To this good appearance 
correct footwear is very essential. 
Women are aware of this philosophy 
and know that the opposite sex al- 
ways glance at the feet first. Em- 
phatically color should be advocated 
for all leisure relaxation. 

Men’s clothing should be classified 
into three distinct types and should 
be carefully segregated. CEREMONY, 
BUSINESS and RELAXATION. This 
coming season, for evening wear, the 
new tail-coat—short waist with 6 in. 
longer in the skirt to conform with 
the glamourous tailleur of the ladies— 
should have a tremendous sweep from 
coast to coast; and incidentally, this 
formality will help the women’s trade 
about 50 per cent inasmuch as the de- 
mand for the evening dress (to go with 
the formal tails) will increase. If this 
same thing follows the afternoon cut- 
away there will be a decided increase 
in the number of afternoon frocks sold. 
Men are swinging to tails. They are 
essential for evening wear at the smart 
cocktail bars, continental rooms and 
hotel clubs. The speakeasy habit is 
definitely dead and has been replaced 
by a new sophistication. 


Ceremonial Attire 
For CEREMONY—tail coats, for- 


mal evening wear, black ties and 
pumps. Everything should be built 
around the man and the woman in the 
presentation of copy. Put the man be- 
side the woman, where he belongs. 
This mistake in etiquette is costing 
America 15 per cent of its potential 
market. When a.man does not wear a 
cutaway or tail for evening dress, a 
woman cannot wear an evening gown. 

For BUSINESS we must be very 
careful of color. After it has been 


to Color Urge? 


tried and proved for relaxation, it may 
be extended into the field of business 
dress. However, we have felt the ef- 
fect of design on man’s business wear. 
Aviation, to a certain extent, is hav- 
ing its effect on men’s clothing. Light- 
weight wardrobes and shoes, Summer- 
weight suitings and light overcoatings 
are stronger than ever before due to 
the fact that only 20 lb. can be car- 
ried in the air transports. This year 
we can sell lighter weight worsteds 
even for Winter wear than we ever 
dared to offer to the public before. 
Air-cooling is the coming thing in 
building construction and is bound to 
effect man’s desire for comfort in his 
dress. I should like to see a still 
further distinction between Summer 
and Winter and a closer definition of 
the various types of occasions. A man 
should be dressed for yachting in a 
yachting costume, for golf in a golf 
costume, for spectator sports in a 
spectator costume and for business in 
a business suit. 


For Informal Occasions 


For RELAXATION—In town men 
will relax more about their houses in 
smart robes in all colors. A most im- 
portant development is the HOST 
SUIT to be worn in the home. Tux- 
edo waistcoats in gorgeous colors will 
necessitate more color in footgear for 
the home. This new development 
should not be confused with what we 
formerly called fun clothes. To get 
away from business and business 
moods and to get into the spirit of 
conviviality, one must change every 
article of dress that he wears. - This 
has a most decided tonic effect on his 
mentality. Sweatbands, hats that are 
out of shape, faded neckwear, suits 
worn and wrinkled, shoes unshined 
and run down at the heel have dimmed 
the American mentality and the na- 
tion must be. uniformed in brighter 
garb just as soldiers are uniformed to 
sustain their morale. It is the respon- 
sibility of stylists and merchants to 
educate the men of America to this 
new philosophy. A new pair of shoes, 
not run down at the heel; a new hat; 
a gay tie and a smart new suit will 
change man’s morale, fortify his ego 
and make him start to look up. The 
realization of a good personal appear- 
ance is a mental stimulus necessary to 
lift this country out of the. depression 
and to rid it of all its complexes, fears 
and phobias. The world then looks 
different because of a change of atti- 
tude brought about by this new attire. 

The above may all seem like things 
of tomorrow. They are in reality what 
your customer demands today. 

The men’s apparel industry is up- 
lifting constructively and the progress 
of this nation may be judged by the 
clothing it wears. 
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Good Early Fall Sales 


Des Moines, Iowa—Popularity of 
the new “spade last” has been effec- 
tively demonstrated at the men’s shoe 
department of the New Utica Clothing 
Company, where early Fall sales ex- 
ceeded any similar period for the past 
two years. 

The lines stocked by the former 
Utica organization are continued by 
the new firm, Nunn-Bush and Edger- 
ton, with no additions, according to 
R. J. Severson, who remains as man- 
ager, with H. I. Anderson as his first 
assistant. 

Browns have been doing extremely 
well after a four-year slump, in both 
the men’s and women’s departments of 
the New Utica. H. E. Hanson, wom- 
en’s department manager, reports un- 
usual precedence of gabardines, fol- 
lowed by suedes, both of which he pur- 
chased in large quantity. 

The Matrix line has been added re- 
cently to the women’s department, 
which retains the Marquis, Connie and 
Jacquelines. 


William H. Sargent 


LYNN, Mass.—William H. Sargent, 
an authority on welt shoemaking, and 
inventor of a counter flexing machine 
for use in retail stores, died here last 
week, age 79. He was at one time a 
member of Burley & Usher, shoe 
manufacturers of Newburyport, Mass., 
and at another time was president of 
the Sargent Shoe Co., of Lynn. As an 
expert on welt shoemaking methods, 
he aided Faunce & Spinney, of Lynn, 
to develop their Patrician line, and 
Williams & Clark to develop their 
LaFrance line. In recent years he was 
with Adams Bros. at Pittsfield, N. H. 

Mr. Sargent was a Mason and a 
Knight of Pythias, serving as chancel- 
lor commander of the Haverhill lodge. 
He is survived by his wife, his daugh- 
ter and two sons. 


Goldstien's Newest Store 


PORTLAND, Ore.—Harry F. Gold- 
stien’s Foot Relief Shoe Store is the 
newest retail shoe outlet of this city. 
This formal opening of the exquisitely 
furnished foot relief shoe salon brought 
many persons to view the new modern- 
istic store, with it novel chrome pipe 
furniture and up-to-the-moment fix- 
ture, as well as adequate appliances 
and scientific equipment to correct ail- 
ing feet and keep them in condition. 
Mr. Goldstien is dedicating his new 
store exclusively to scientific and cor- 
rective footwear. Every fitter or sales- 
man in the new store has been ex- 
pertly trained, four shoe stocks of a 
scientific nature featured, and a foot- 
ometer that measures feet to the thou- 
sandth of an inch. 











NO SYSTEM 


a 


ISHONESTY is a direct tax on your sales—an 
invisible tax—collected without your knowl- 
edge from the proceeds of cash transactions! 


No inventory or cash control plan has ever been 
devised for retail stores that could not be, or has 
not been manipulated, exploited and defeated. 
Whether you know it or not, you are losing an 
average of 1% to 3% of your total sales through 
sales-personnel dishonesty! 


OF HANDLING CASH SALES ~ 
IS THEFT-PROOF 


This is the costly Sales Tax you can repeal—the- 
serious loss you can prevent through Willmark. 
Willmark gives you a positive control over the 
human factor in your business. Willmark per- 
sistently tests your salesmen—detects the dishonest 
— points out and enables you to correct irregulari- 
ties which lead to dishonesty. 


In your stores, the Willmark program of Loss-Pre- 
vention will save you from 1% to 3% of your 
annual sales! 


Kindly explain fully how Willmark will pre- 
] 





Witumark Service System, Inc. rent dlahonesty losses in. my stores, and 


Builders of Personnel 
° 


250 West 57th Street 


Available in Every City in the United States 


New York City 


without obligating me in any way. 
Your Name 
Firm Name 


Number of Stores. ... 
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AN INSIDE STORY 


... worth telling 


The real selling point of Panco Sta-tite heels is on the inside 
—a strong, steel wire mesh guaranteeing a permanent im- 
movable anchorage to the heel base. No gaping edges, 
no twisted nor loose heels after a few days’ wear— 
and nearly twice the wearing thickness because in 
Panco Sta-tites the nail heads go clear to the 
base, not half way into old-fashioned 

- washers. 























Results—finer looking heels—no vis- 
ible nail holes—permanently tight 
PEK. heels—longer wearing heels—a 
S305 / Louse Rae heel appealing to sensible men 
7. og WAAL Se ooh * as superior. With all this, 
SS Pe they cost no more than 
any good quality heel. 
Specify Panco Sta- 
tites and use their 
advantages to 
help sell your 
shoes. 


) 4@ Sef 
yyy, 
ee SO 
0% e/er 
4 y | 4 Oo es ‘ 
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Wearing thickness is 
about double that of 
the ordinary heel. 





& 4 “f 
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PANTHER PANCO COMPANY -cuélsea- Mass. - 
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New FALL STYLES 











ALDEN SHOES <= 
can create for you a steady and profitable market 
among those who appreciate shoe value and 
stick to the store that delivers it. 


Above are shown the new Autumn styles 
which complete our Men’s Stock Shoe Depart- 
ment... also the three new Boys’ Oxfords which 
are the fastest selling shoes for high-grade Boys’ 
Shoe Departments that we have had for many 
years, 


Write for our new Catalog which gives com- 
plete descriptions, size range and prices. 


THE C. H. ALDEN COMPANY 


ABINGTON, MASSACHUSETTS, U. S. A. 


When writing advertisers please mention Boot and Shoe Recorder 
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THE TURN SHOE 





and ALWAYS an ARISTOCRAT of SHOEMAKING 


The smartest women everywhere 
wear shoes made by 
The Goodyear Turn Process 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 











When you specify Spaulding Counters, you know exactly what you 
will get. You can be sure that when your manufacturer turns the order 
over to us, we will make those counters with all the care that they re- 
quire. You can be sure that every ounce of fibre that goes into them 
is tested, first-quality fibre. You can be sure that every single counter 


will give the service that we say it will that it will have the full 


strength in the heel-seat, the great flexibility, and the perfect-ficting 


quality that put Spaulding Counters in a class by themselves. You can 
be perfectly sure, in a word, that the quality you depend on to keep 


your customer satisfied is right there in every shoe you sell. 


PAULDING 


Counters 


North Rochester, N. H. 












We have the Goods 


ito fill your order for HAPpy WEELS 


Tue tons of fibre stacked in our storetoom mean just one thing 














to the buyer of Spaulding Counters. They mean that every order can 
be filled promptly, according to exact specifications. It takes time 
and care to make first-quality fibre. By always keeping an adequate 
supply on hand, we protect you absolutely against undue haste in 
manufacture, against inferior workmanship, and against delivery of 
“the next best thing” when something else was specified. First- 






quality merchandise, exactly as ordered, assures “happy heels”. 


PAULDING 


Counters 


North Rochester, N. H. 
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THE 
ROYALTY 
TASSEL 
IN A 
GREEN 


STYLE 
@ 








i262 


PAT. No. 1896060 


. 1430 
ACTUAL SIZE 


FITTING INTO THE STYLE PICTURE OF LEADING DESIGNERS 


Since their introduction over three years ago, Weller Tassels have been consistently used in increasing quantities 
by a large number of leading shoe manufacturers. It has been demonstrated that these inexpensive decorations 
add greatly to the finished appearance and salability of footwear. Retailers have come to appreciate this added 
impetus to sales—and to specify the Princess and Royalty Tassel made exclusively by 


E.E. WELLER CO. Creators of Smart Shoe Ornamentation PROVIDENCE, R. I. 


ACTUAL SIZE Pes thn teh e _PAT. No. 1896060 
\ 1456 - ees 1435 . b+ 37 


THE 


PRINCESS 


TASSEL 
IN AN 


ENNA 
JETTICK 
STYLE 






















































SALES REPRESENTATIVES 


New York 


Shapiro & Rothenberg 
1441 Broadway 






Cincinnati 


The Davy Textile Co. 
Temple Bar Bidg. 


Montreal 
Mr. Arthur H. Hamilton 
10 Ontario St., West 


Samples gladly mailed The iy Co. 


716-732 North 18th St. 
upon request 







Milwaukee 


Mr. Walter E. Hardtke 
1914 West Juneau Ave. 
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Young Men Want Action 


[CONTINUED FROM PAGE 47] 


too heavy and rough. There has been 
some little talk of genuine cordovan 
among those stores which specialize in 
college trade. The great majority of 
stores, however, will have cordovan 
colored calf and oily veals, but very 
few real cordovans. 

Throughout the country, outside of 
the few big city stores, there will be a 
fair number of both black and brown 
Scotch grains sold around the six dol- 
lar mark to the high school and prep 
school boys. These will sell about 
equally as regards black and brown. 

Some of these shoes look as though 
they weighed a small ton, with their 
double soles to heel, double deck fancy 
heavy welting and full leather linings. 
Most of them are detailed on a full 
custom last, with wing tips and brass 
eyelets. There is a real trend toward 
regular eyelets, both the matching kind 
and brass. Very few invisible eyelets 
are seen in the shoes designed for the 
young fellows. 

There is more styling evidenced in 
the young men’s shoes for the coming 
season than has been seen for a consid- 
erable period. Shoes are being built 
which look like and are capable of giv- 
ing the wearers real protection during 
the Winter. A good example of this 
type of shoe is a cherry red oil finish 


veal Blucher, straight tip, with four 
rows of stitching on the tip. Heavy 
double soles, with a special heavy welt- 
ing, complete the picture. 

There are two contributing factors 
which have much to do with heavy shoe 
styling this year, the marked popularity 
of tweeds and the remembrance of last 
year’s severe Winter. We are sure of 
the clothing trend. Of the weather, 
there are only the predictions of trained 
men who predict “stormy weather” and 
plenty of it for this Winter. 

So that heavy appearing grain leather 
shoes will not be so clumsy as to cause 
the wearers more or less discomfort, 
several manufacturers have brought out 
lines of Winter shoes which are very 
flexible in construction. These shoes 
look heavy. They have either Scotch or 
Norwegian uppers and full 14 iron soles. 
As a matter of fact, due to the use of 
cork counters, cork box toes and flexible 
inner and outer soles, the shoes are as 
soft to the foot as those made of light 
calf or kidskin. 

From all angles, and from all re- 
ports, there appears to be no doubt that 
the young men’s shoe business will be 
very active for the coming season, par- 
ticularly in the dressy new types which 
promise to enjoy the widest popularity. 








All the Children Must 
Have Shoes 


[CONTINUED FROM PAGE 41] 


showing a semi-dress Kiltie tongue 
shoe with a moccasin vamp. (The 
model is the same as the second from 
the top in the tailored shoes shown on 
our first woman’s spread.) On this 
Kiltie tongue, they have mounted two 
initials, which are included in the 
price of the shoe. 

Young girls, they say, like initials 
on their bags, so why not initials on 
their shoes? The idea has that little 
touch of novelty that appeals to the 
junior. Yet it is in perfectly good 
taste from the mother’s angle. That 
shoe is expected to be a leader in the 
department and we believe it will be. 

There are signs of decided activity in 
evening shoes for girls and juniors. 
One’ department store successfully pro- 
motes one-strap shoes in dyeable linens 
for party wear for the smaller girl. 
The idea is sound, because the linen 
goes with the cottons and simple silks 
which are worn in party clothes all 
through the Winter. And the fabric 
can be easily re-dyed another pastel 
shade, 

The versatile silver kid sandal is the 
first choice for the growing girl’s eve- 
ning shoe, but dyeable crepes and even 
satins will also make their appearance. 
We found several stores planning to 
feature, for the first time, a graceful 
sandal of the type illustrated in the 


center shoe of the right-hand panel. 
Young girls are no longer content to 
wear patent leather pumps with party 
clothes. They want real evening san- 
dals. And the store that promotes 
them can sell plenty this Winter. 





To Operate Without Profit 
[CONTINUED FROM PAGE 56] 


one of them), and I have found them 
pretty unanimously of the opinion that 
it would be a good thing for American 
industry to forget about dividends for 
a year, and turn its efforts to build- 
ing business instead. One of them, 
whom I cannot quote, said very graph- 
ically: ‘Let them lower prices. Then 
people will buy more; there’ll be more 
production and more jobs. After that, 
Big Business can go back to worrying 
about dividends for stockholders.’ ” 
Mr. Levin is an ardent advocate of 
financial independence. Starting in 
business at the age of 10, selling news- 
papers on the streets of Boston, he has 
clung tenaciously to the cash idea ever 
since. “I believe that today, more than 
ever,” he said, “the business which is 
free of corporate debt and heavy obli- 
gations to stockholders has the best 
chance for service. Without the heavy 
drain of dividends and interest upon 
an organization, there is chance for it 
to step out and build for the future, 
with a plan like this one. While it 


may seem a bit revolutionary, it will, 
I am sure, prove mighty good business 
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The Busy Woman 
Chooses Her Shoes 


[CONTINUED FROM PAGE 39] 


that resist snags. The business 
woman’s chief complaint is the wear 
and tear on hosiery from catching on 
chairs and desks. High-twist stockings 
stand up best under the chances of 
office life! Stockings knitted inside-out 
have the same practical quality and 
can be well promoted from that angle. 

Every business woman who buys a 
pair of shoes should be shown a pair 
of rubbers and a pair of galoshes to 
fit. For her most important business 
engagements (we speak from experi- 
ence) always seem to fall on the wet- 
test days! And she can’t be well turned 
out with ill-fitting rain shoes. We 
illustrate on the left hand page one 
of the new fabric galoshes which has 
the quality she looks for in all her shoe 
selections—versatility. It will be suit- 
able for her tailored shoes and will 
even take her out, well shod, for her 
five o’clock date! 





The Public Is Winter-Minded 
[CONTINUED FROM PAGE 25] 


new and exotic evening footwear sell- 
ing season ahead, retiring all previous 
evening shoes through the beauty and 
glory of the new. 

The football season warrants its 
footwear interest and there is a need 
for shoes for shelter, for warmth and 
for Winter health. 

The field of rubbers and galoshes and 
the footwear beneath them is next in 
the scheme of things. 

Winter sports divide at this point: 
Winter, North and Winter, South. 
Some stores will keynote their sales 
activities from Lake Placid and others 
the warm sunshine of Palm Beach. 

Young girls and children step into a 
new trend of fashion and footwear and 
keeping pace with them are the young 
boys who want more than foot cover- 
ings. They want the new, smart shoes 
typical of youth. 

Above all there is a new emphasis 
on quality for we have discovered that 
September to March bring more money 
per pair to the merchant. Isn’t it the 
most natural thing-that purse behavior 
follows human behavior, that Winter 
follows Fall and that the public needs 
to be shoe serviced each season? 








as well. I only hope more American 
enterprises could, or would, follow our 
Hearn Plan.” 

Stanley Weiss, owner of the leased 
shoe department at Hearns’, (there is 
also a basement shoe department which 
is under Hearn management), states 
that the Hearn Plan is a “revelation 
in retailing.” ‘All our shoes have been 
reduced in line with the policy of the 
store and there has been a large in- 
crease in sales because of the promo- 
tion,” he says. 
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you were an 


DEALER 


Sis Fall you would have, not only the 
choice patterns of a perfectly balanced line of 
1. Miller shoes, but you would also be iden- 
tified with the “Shoe For The Occasion” 
campaign, illustrated here, which is bringing 
|. Miller dealers prestige and business equalled 
by no other quality shoe retailers in Ameriga.- 
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ACE you are an I. Miller dealer you will be able to merchandise 


your quality shoes, everything from active sports and walking welts to tea-time-thru- 


dinner and evening slippers, all under one brand and in one buying effort, you will be able 
to operate for faster turn-over with lower inventory by drawing on a stock department from 
which you can always size-in “fast” patterns. You will have the advice and help of a merchan- 
dising and advertising staff whose costume plan of merchandising is attracting the atten- 
tion of merchants and fashion editors everywhere ... and, above all, bringing in the business. 


There are a few cities where I, Miller is not yet adequately represented. 


I-MILLER 
oeaubjful Showy 





Il. MILLER & SONS, Inc. * LONG ISLAND CITY 
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LOST DISCOUNTS 


...mean LOST PROFITS 


N O alert Shoe Manufacturer can afford, under pres- 
ent competitive conditions, to lose his discount 
on purchases of raw materials. 


You can put your business on a more comfortable dis- 
counting basis, as many other progressive Shoe Manu- 
facturers have done, by using our constructive factoring 
service. 


When your business is factored through this organization 
you are able to secure ready cash immediately as goods 
are shipped; you are also guaranteed against credit 
losses and you dispense with credit and collection prob- 
lems, as we maintain efficient facilities for handling all 
of this detail work. 


Our service has proven of real value to over two 
hundred manufacturers and distributors. Let us 
explain how it will benefit your business. 


Write For Information 


COMMERCIAL FACTORS CORPORATION 


TWO PARK AVENUE... .NEW YORK 








FRED'K VIETOR & ACHELIS, INC. SCHEFER, SCHRAMM & VOGEL PEIERLS, BUHLER & CO., INC. 
Established 1828 Established 1838 Established 1893 














1934 
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RY the time 


TO ADOPT THE PROVEN 
ROB ROY AGENCY 
PLAN. 


‘al . \ / 
a7 
w No. 531—Black Rock Seal 
ae No. 532—Tan Rock Seal 
First quality bend sole. 
Leather heel. Narrow toe. 


In Stock—B, C and D Width. 
Sizes | to 6 42 Last 











HE success of Rob Roy Health 

Shoes for Boys has proven to 
thousands of retailers that there is 
a sound merchandising plan behind 
the line as well as assured quality 
in every shoe. 


Carried in stock in wide range of 
sizes, widths and styles, and show 
profitable mark-up with coopera- 
tive advertising. 


Write now for new fall catalog 
which also shows unbranded styles 
in stock for men and boys. 


A.S. Kremer SxHoe Mrc.Co. 


ELIZABETHTOWN, PA. sete 1 LAST OVER WHICH SHOE IS BUILT 
wey ne ANATOMICALLY CORRECT. 
2 COUNTER MOULDED TOLAST & 
h GUARANTEED TO OUTWEAR THE SHOE, 
M3 HEEL BUILT TO SUPPORT 
f THE FOOT CORRECTLY. 
SHANK SCIENTIFICALLY DESIGNED 
TO SUPPORT THE ARCH PROPERLY, 
NOTE FRESH AIR INSIDE 
THE SHOE. 
6 PATTERNS OF ALL STYLES DE~ 
SIGNED TO FIT LAST CORRECTLY. 
TIPS FLEXIBLE TO GIVE FREEDOM 
TO THE GROWING FOOT. . 
~ "Hing. 8 —- = yt QUALITY & ATTACHE ORY 
— . ¥ BY GOODYEAR WELT PROCESS. Ka 
ie, ee = _ poe a goy @ ROB-ROY sHoe ARE EXTRA COM- ’ 
Wee iees im es ’ FORTABLE ACROSS THE BALL OF FOOT. 
Shark wilt Not Skuff. First quality oak bend HEALTH SHOES Jory ROB-RoY SHOE 1S A GENUINE 


sole. Solid leather heel. Narrow toe. 
In Stock—B, C and D Width. FOR BOYS GOODYEAR WELT, SMOOTH INNERSOLE, 


Sizes 11 to 13%, 45 Last 
Sizes | to 6 42 Last 
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@ i. | 
Style No. 0080 A a 
Telegraphic Code BANYAN 


IN-STOCK 
AA to E 
62 to 11 


A keen eye for style rightness. A foot sensitive to correct fit. An 
appreciation of fine materials and craftsmanship 

—the man who buys the best is never easy to satisfy. 

Our experience has been in serving such a critical footwear clientele. 
Our shoes are made to satisfy every demand of the men who pay for the 
best. 

The Stacy-Adams line, bracketing the entire high-grade men’s market 
from conservative comforts to ultra-smart patterns, builds a steady, 
profitable, satisfied clientele for the retailer. Retailing from twelve-fifty 
up many of the best sellers are carried in stock and illustrated in our 
Fall and Winter catalog. A copy will be sent on request. 


STACY-ADAMS 


COMPANY BROCKTON, MASS. 


Custom Grade Shoes for Men 


SINCE 1875 
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Distinctive 


Yes... you'll find a distinctive note of fine quality in the styling and construction of Neo 


Peds which can’t be reproduced in the ordinary comfort footwear. 


Ingenuity of design and craftsmanship are combined to achieve these highly salable products . . . 
successfully merchandised by a representative list of 327 department stores, including New 


York's eight leading retailers. 


Style No. 6002, the latest achievement of Neo Ped Inc... . an open toe soft sole slipper 
...fetails at $1.49 and leaves you a substantial profit. The complete line of comfort footwear 


ranges in retail selling price from $1.00 to $2.50. 


NEO PED INCORPORATED 
JERSEY CITY --- NEW JERSEY 























BUFFALO, N. Y.—An atmosphere 
and an understanding that could 
not be bought resulted from the 
contacts of more than 300 shoe 
merchants at the sixteenth annual 
convention of the New York State 
Shoe Retailers’ Association at Hotel 
Statler in this city, Sept. 9, 10 
and 11. 

It was apparent that this entire 
group of shoe men are thinking of 
the future. 

A challenge of keeping to grades 
was courageously met and dis- 
cussed. A lowering of shoe prices 
and a_ possible elimination of 
profits was flatly rejected as a way 
out of present business conditions. 
Round-table discussion crystalized 
the thought that the time is now 
ripe to strengthen better lines and 
to develop top grades rather than 
endeavor to meet the alleged com- 
petition of the lower price lines. 

Merchant after merchant re- 
ported that he was experiencing 
much less price resistance than he 
did a year ago. While it was con- 
ceded that there has been a heavy 
decline in the number of inde- 
pendent shoemen in the past few 
years, it developed that those men 
who are now in business are rela- 
tively on a much firmer and 
sounder footing than they have 
been in years. 

Even though many merchants 
told of having faced a reduced 
volume of from 25 to 50 per cent, 
they are making the grade and are 
operating in the black through the 
means of increased profits. 

The real good of the convention 
was brought out at the President’s 
dinner on Sunday night and at the 
round table discussions on Monday 


and Tuesday. 


Empire State Shoe Men Favor 
Grading Up Policy 


Retailers at Buffalo Convention Report Less 


E. Knox of Batavia Elected to Presidency 





CHARLES E. KNOX 


Traveling men, 149 strong, who 
are associate members of the New 
York State Shoe Retailers’ Associa- 
tion, met with the merchants on 
common grounds of human fellow- 
ship. While some buying was 
done, the convention was confined 
practically to the renewal of 
friendships and the free exchange 
of ideas and methods, with all 
cards on the table face up. 

A. H. Geuting’s message, “What 
About the New Deal?” was read by 
John J. Holden in Mr. Geuting’s 
absence. This stirring message 
stressed the point that codes were 
but suggested rules of conduct and 
as such were being disobeyed in the 
same proportion as all laws. The 
speech further predicted that codes 
in the near future would deal only 
with the basic principles ‘of hours, 
child labor and minimum wages. 

Notable addresses “were also 
given by R. E. Sherrington, adver- 
tising manager of the Selby Shoe 
Co., Portsmouth, Ohio, and John J. 
Holden, manager of the National 
Shoe Retailers’ Association, while 
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Price Resistance Than Year Ago—Charles 


Harold R. Quimby, editor of the 
Shoe Style Digest, discussed “Is the 
Time Ripe for the Licensing of Shoe 
Fitters?” Everit B. Terhune, pres- 
ident of Boot AND SHOE RECORDER, 
and Harry R. Terhune, field editor, 
were also speakers. 

Percy E. Hart, former treasurer 
of the association, was made an 
honorary member. Telegrams 
were received from Melville Kauf- 
mann, president of the California 
Shoe Retailers’ Association, and 
Chester Herold, also of that asso- 
ciation, expressing regret that they 
could not attend. 

The following officers were 
elected at the closing hours of the 
convention on Tuesday: President, 
Charles E. Knox, Batavia; first 
vice-president, T. Arthur Cohen, 
Albany; second vice-president, 
Watson A. Butts, Fulton; third 
vice-president, Clarence W. Kelsey, 
Binghamton; fourth vice-president, 
Harry H. Phelan, Rochester; chap- 
lain, William Pidgeon, Jr., Roches- 
ter; treasurer, Leslie Gardner, 
Oneonta; secretary, Harry Chase, 
Rochester. 

Directors: John Slater, chair- 
man. For Three Years—William 
F. Toher, Charles R. Strange, Burt 
J. Gosper, M. B. Hughey, H. S. 
Speed, John H. Schmanke Howard 
J. Dexter, Irving M. Bauer, Ray N. 
Ferguson, William J. Hannifan, 
John J. Conniff, L. R. Manheims, 
Ernest R. Park, A. Spencer Hughes, 
J. J. Schaetzer. Directors for Two 
Years—John J. Meare, Henry M. 
Smith, William Pidgeon, Jr., E. P. 
Elitharp, Ira W. Levinson, Jesse 
Adler, Harry A. Gibson, Joseph 
F. Hart, Paul V. Herron, Edward 
W. Flynn, Charles Bookings, Mrs. 

[TURN TO PAGE 87, PLEASE] 
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Rainbeaws. 
FINEST ACHIEVEMENT IN WOMEN’S 


STYLE GAITERS By Firestone 


Here’s a colorful new line for you—Firestone 
“Rainbeaus!” It brands a smart new style 
line, by an old and experienced hand in the 
rubber footwear business. 


Each member of the Firestone Rainbeau 
family is a striking character—an individual. 
Each has fine points of construction, detail 
and style which strike a new note in this field. 


Long months of careful research—countless 
' trade and consumer investigations—new 
| . Bi Pi designs and more new designs—the Fire- 
stone Gold Standard of Quality—all these ad 


inrisicxi Mincumgaal are built into Firestone Rainbeaus, produc- 
The lizard finish (3094 and 3095) . en hel A 1 li iceait The new kid finish (3092 and 3039) 
has been such a popular seller that we 198 the ultimate in style, quality and sale- With jizard trim, all rubber Rainbeau. 
sa aaa aa ‘shen deceunanciheocae eae 
w any refinements. a or - - 
brown. Smartly designed. Concealed . , : ener at top. Brown stretchy nett lining 
fastener. Brown stretchy nett lining. And to give your sales a push we're backing 


[Ns renee isi 


Firestone Rainbeaus with hard-hitting adver- 
tising in Vogue, Saturday Evening Post and 
Woman’s Home Companion. 

If you haven’t already seen the new Fire- 
stone “Rainbeaus” get in touch with your 
nearest Firestone representative now! 


by Firestone 
The Smartest pen ( 3098) or brown ( nee ae 


Sleek black or brown (3065) and top Rainbeau, made of the well-known 
(3066) satin finish with fur trim. 1- 


e pee tg — oe Con- 
snap fastener. Note the new pointed I h O S h ceale alon fastener. Stretchy nett 
danes the foxing—lending i aoa, Zn Y. S Ve v 0eSs lining. An ever popular type of gaiter, 
slenderizing effect. Extremely light. built even lighter in weight than the 
Fleece lined. GF) rubber gaiter. 


FIRESTONE FOOTWEAR CO., Hudson, Mass. 
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ONE WAY TO INCREASE 
YOUR VOLUME OF BUSINESS... USE 
RECORDER WINDOW DISPLAY CARDS 


Selling is Through 
WINDOW 





1925 


10% 


TO DISPLAY YOUR SHOES EFFECTIVELY, 


you must merchandise 


Your Display 
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RECORDER SHOW CARDS and COLORFUL PRICE 
TICKETS DO THIS IN A SOUND, 
CONSTRUCTIVE WAY 


FALL TICKETS AND CARDS 
NOW READY 


Samples sent on request 


SPECIAL OFFER TO PRICE TICKET USERS: 
With each ticket order, will include three show cards (8” x 14”), 
for $1.00 additional; assorted designs and colors. Sales messages 
on value, arch shoes, quality, service, fitting, style. Indicate type 

of message preferred. 












SEPTEMBER 


and the bay Season opens 


. Here ale 


SOME NEW 
Party Sandals 












SEPTEMBER 


Design: tones of green and red. 
dish brown on autumn yellow 
board. 


Size: 8” x 14” 


COMPLETE TEXTS 


sent on request 
4 cards—Women’s Shoes 
2 cards—Men’s Shoes 
1 card—Children’s Shoes 
1 card—Hosiery 
6 cards—On Store Service, 
Fitting, Quality, Etc. 
Single Cards: 60¢ each 
Without Text: 35¢ each 











September price tick- 
et—same coloring as 
above show card. 


To non-show card sub- 
scribers at prices 


listed below. 








Size 114” x 23%” 


so”? 














Ke 








oy 
cd 
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“LL”: Cream board; 
silver bar and dark 
blue trim. 


Attractive Hand Lettered Price Tickets 
IN ALL DENOMINATIONS AND BLANK. OTHER DESIGNS IN STOCK 
WITHOUT STORE NAME: 6 dozen @ $1.10, 12 dozen @ $2.00 
WITH STORE NAME: 100 tickets @ $3.00, 200 @ $5.00 
“J”—Polly =e for tickets: 
(adjustab 


“B”: Blue bar with ‘“V” 
orange sunburst on 


silver board. 








Vv”: Harves 
Moon. Pale Blue 
Board Dark Blue 
Trees. 


Size 14%” x 2%” 


be “gy 
Trim on Bright g design 
corn-coler board. 











“0”: Rose design 


on on light tan. SGsesceeacea 














Y% gross $2.25 
e—tilts at any angle) 1 gross $4.00 


“K”—Shoe Carton Tickets: 500 @ $1.25, 1000 @ $2.25 
CHECK WITH ORDER, PLEASE, unless C.O.D. preferred 
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MORE SHOES! 


Annual Display Card Service 
Includes 


EXCLUSIVE FRANCHISE is given with annual card service 
to one merchant in an average size town, suburb or city shop- 
ping center. 


STORE WINDOW BULLETIN, supplies merchandising and 
display suggestions each month. 


SPECIAL CARDS, with wording as wanted. 
EXCHANGE OF CARDS: Annual card service subscribers may 


exchange any cards received for others of the current month, 
whose texts better cover their merchandising program. 


PRICE TICKETS: Blank tickets, matching the current month’s 
cards, supplied free. Neat tickets with prices as wanted, but 
not harmonizing with the show cards, supplied free, if pre- 
ferred to blanks; harmonizing tickets with prices as wanted, 
to assure well blended trim, are 35¢ per fifty, additional. 







HOLDERS 


Oval base — bur- 
nished gold— 
three color trim. 


These modernistic 


holders take any 
size card. They 
harmonize with 
the finest of win- 
dow display fix- 
tures. 


Merchants Service Dept. 
BOOT AND SHOE RECORDER 
209 So. State St., Chicago, Ill. 


Select the Service You Wish— 
Mail Coupon—See Sales Jump! 


SERVICE NO. 1—$5.00 monthly: 
12 display cards ... 6 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 2—$4.00 monthly: 
8 display cards . .. 4 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 3—$3.00 monthly: 
6 display cards ... 2 holders... 
50 blank harmonizing price tickets 


SERVICE NO. 4—$2.25 monthly: 
4 display cards ... 2 holders... 
50 blank harmonizing price tickets 


COUPON 


BOOT AND SHOE RECORDER 
209 So. State St., Chicago, Ill. 


Please enter our order for the Recorder “Selling 
Message,” beginning with September, for card service 
INGiiccceoess » for one year, consisting of......... card 
holders (with the first month’s service), ........ cards 
MG cc cckces blank tickets each month—OR—......... 
IMPRINTED tickets at 35¢ per fifty, additional, for 
which we will pay $....... per year, payable §....... 
per month. For cash in advance, full year’s service, 
5% discount. Checks from foreign subscribers must 
be drawn on United States banks, or include exchange. 
(If for any unforeseen reason we wish to discontinue 
service before expiration of order, we agree to pay 
$1.00 per month additional for each month’s service 
delivered, and agree to return the card holders.) 


We sell MEN’S, WOMEN’S, CHILDREN’S SHOES, and 


WOMEN’S HOSIERY. (Cross out lines not carried.) 
We wish IMPRINTED TICKETS @ 35¢ per fifty: 


Oeeee pee PEE Ce Ceree Sacccas . Sere Sieve 
Stawae NGM. 05 56 2 so ewadtedeascadadqagecanssaseaas 
) OC) EPEC PP CPP E PEL PEST CTC TCE CCCI CLE 
Cro SOOT PP TOC TCOTIO CCU TC OTTO CC 
CEO, icdincccecedcecececseds Me” SOPOT EPEET CEC ELC 
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N ll BARBOUR STORMWELT. 


SU 





>. 






Two-Unit Cork Welt, Gasket of 
Artificial Leather with Paper 


UH 





The choice is yours—Genuine Patented Barbour 
**Stormwelt”—or any one of a dozen imitations. 
It is the fate of most worth-while products to 
be imitated and the demonstrated success of 
“Stormwelt” was no exception. But— 


IMITATION IS NOT DUPLICATION 


Genuine Barbour Stormwelt is the only single - 
unit solid leather welt of its type on the market. 


Its construction is patented, and the trade mark 
“STORMWELT™” is copyrighted. 












The substitutes and imitations may be and 
usually are of two unit construction, composed 
of rubber, paper, or string covered with imita- 
tion leather or low grades of upper stock. 

If you are satisfied to risk the substitution of 
almost anything that looks like ‘“Stormwelt”, 
that is distinctly your privilege, but if you desire 
the security and dependability of the genuine— 

















specify —— | 
BARBOUR “STORMWELT” > ——_— A : 
BARBOUR WELTING COMPANY oe a | Sos , 






with Gasket of Rubber 


en 
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NATIONAL NEWS 


1934 


What's Doing In the Shoe World 


SATURDAY, SEPTEMBER 15, 1934 





Smart New Men's Shoe Store 
for Hollywood 


HoLLywoop, CaALir.—On Hollywood 
Boulevard, where swank is swank, and 
shoes are shoes, another outstanding 
shoe store for men has been opened by 
Frank C. Goodwin under the name of 
Goodwin’s, Inc. The business address 
is 6516 Hollywood Boulevard. 

Associated with Mr. Goodwin is Nor- 
man McMillan, formerly president of 
the Hollywood National Bank. Mr. 
Goodwin himself was for 10 years con- 
nected with Hamilton’s, Inc., for some 
years in San Francisco and later as 
manager of the Hollywood Boulevard 
branch of the Hamilton company. 

Goodwin’s, Inc., has a 16-foot front 
and a 90-foot depth, and is finished in 
the most approved Monterey type of 
interior architecture. The walls and 
furniture are in antique white and 
court the plainness of the Monterey in 
design. The long salon, where but a 
suggestion of merchandise is displayed, 
is equipped with divans and easy 
chairs richly upholstered. A diverting 
touch is given by using alternating 
colors, one divan being done in blue and 
its neighbor in gold. 

The floor covering is broadloom car- 
peting in old gold. The deep display 
windows are backed with antique white 
paneling, following the best of Mon- 
terey traditions. 


There is a new decorative note in 
the wall paintings. There are three 
large ones and one or two smaller ones 
on each side wall done especially for 
this store. In place of being art for 
art’s sake, each picture tends to em- 
phasize the type of shoes on which this 
store specializes, sport shoes pictured 
in real active sportsman surroundings 
being featured in all pictures except 
one where a humorous hotel scene is 
portrayed with several pairs of fine 
shoes in evidence. 

The new store is featuring quality 
merchandise, with prices ranging in 
the two leading makes from $6 to $15. 
The store also carries a shoe under its 
own label priced at $5, and features a 
small stock of quality boys’ shoes. 
Men’s shirts, hosiery and neckwear in 
the better grades are given some space. 

The proprietors of the new store be- 
lieve they have embodied in their new 
business establishment the real, mod- 
ern, snappy, spirit of Hollywood. In 
promoting business their plan will be 
to make a special appeal to the moving 
picture celebrities. Two other young 
men well known in the retail shoe 
industry of Hollywood, each with an 
acknowledged following among the fine 
dressers of the moving picture colonies, 
are employed in the store. 


Offices are located on the mezzanine 
floor. A great Neon sign out in front 
is one of the most conspicuous on the 
boulevard. Window fixtures and light- 
ing equipment are of the latest and 
snappiest. 


Gets CCC Contract 


CHIPPEWA FALLS, Wis.—A contract 
has been awarded to the Chippewa Shoe 
Manufacturing Co. here for 17,000 
pairs of loggers’ boots to be supplied to 
the Government for boys in the C. C. C. 
camps of the west coast, according to a 
telegram received by John B. Piotrow- 
ski, president. 

This contract, together with the regu- 
lar run of business of the company, will 
keep the plant operating full time 
through the rest of the year. 

The 17,000 pairs of boots are to have 
10-inch tops and will be delivered at 
San Francisco, Calif. Work on the 
order has already started. 


Protest Shoe Wage Reductions 


LYNN, Mass.—A committee made up 
of Lynn shoe workers and citizens is 
to go to Washington to protest to Fed- 
eral authorities against the practice of 
“cut-throat competition and resultant 
wage slashes.” Leaders of the com- 
mittee assert that the paying of less 
and less for shoes forces manufactur- 
ers to pay less and less in wages, which 
has the effect of reducing the purchas- 
ing power of shoe workers. 





DATES TO REMEMBER 


N.S.R.A. Style Conference, Hotel Astor, 
New York Sept. 24, 25 
Spring (1935) Leather Opening, Hotel 
Astor, New York Sept. 24, 25 
National Shoe Retailers Association An- 
nual Convention (city to be announced 
later) Jan. 6, 7, 8, 9, 1935 
National Seasonal Opening, National 
Boot and Shoe Manufacturers Asso- 
ciation, St. Louis, Mo....Jan. 7, 8, 9, 1935 
Northwestern Shoe Retailers Regional 
Association Annual Meeting, Hotel 
Radisson, Minneapolis, Minn., 
Jan. 13, 14, 15, 1935 
Michigan Retail Shoe Merchants An- 
nual Convention, Hotel Pantlind, Grand 
Rapids Jan. 20, 21, 22, 1935 
Middle Atlantic Shoe Retailers Associa- 
tion (city to be announced later), 
Jan. 21, 22, 23, 1935 














THE BRAWNEE 





to retail from 


$5 1038 


743 


In Black Heather 
Grain. 


744 


In Brown Heather 
Grain. Semi soft 
box—flexible soles. 
A to D widths. 
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205 
In Black Grain. 


206 
In Brown Grain. 
Semi soft box — 
flexible soles. 
Leather heels. A to 
D widths, 


New Packards Attract 
Widespread Attention 


Brockton, Mass.—Reports 
from coast to coast indicate the 
intense interest of buyers in the 
new Packard styles now being 
shown by the salesmen who are 
in their territories at the pres- 
ent time. 

With seventy-nine styles in 
stock, styles that meet the de- 
mands of the most exacting 
buyer, the new Packards are 
creating a sensation wherever 
they are displayed. 

The line comprises many new 
lasts and patterns, among them 
the Newton model, a rocker bot- 
tom round toe last with unusual 
fitting qualities. 

Custom and metropolitan lasts 
are shown in rich autumn 
browns as well as the distinctive 
new shade of cherrystone calf. 

Imported Heather Grains, 
Scotch Grains, Brown Suedes, 
Flexibles, Wine crepe soled ox- 
fords are but a few of this 
startling array of five to eight 
dollar retailers, priced to per- 
mit a substantial markup for 
the retailer. 

Phlexopedics, the patented 
air-conditioned, floating tread 
feature shoes are also shown in 
eight attractive styles. 

Fall catalogues have been 
mailed to Packard agencies. 
Copies are available, however, 
to dealers in towns where the 
Packard franchise is still open. 


Write for catalog “D.” 


219 
In Black Calf. 


220 
In No. 6 Norwegi- 
an. A rocker bot- 
tom type last. A 
to D widths. 





M. A. PACKARD COMPANY 
BROCKTON, MASSACHUSETTS 





Reduced Fare Granted 
[CONTINUED FROM PAGE 54] 


1934, and these arrangements will 
apply from territories of the Central 
Passenger and Trunk Line Associa- 
tions. 

The following directions are submit- 
ted for your guidance: 

1. Tickets at the regular one-way 
tariff fare for the going journey must 
be obtained on any one of the following 
dates (but not on any other date): 
September 20 to 25, inclusive. 

Be sure that, when purchasing your 
going ticket, you request a Certificate 
Plan CERTIFICATE from ticket 
agent. Do not make the mistake of 
asking for a “receipt.” 

2. Present yourself at the railroad 
station for ticket and certificate at 
least 30 minutes before departure of 
train on which you begin your journey. 

3. Certificates are not kept at all 
stations. It is suggested that you in- 
quire at your home station and ascer- 
tain whether or not agent can issue 
through ticket and certificate to place 
of meeting. If not, the agent will in- 
form you of the nearest station at 
which they can be obtained. In such 
case, you should purchase a local ticket 
to the station which has certificates in 
stock and from there buy a through 
ticket to place of meeting and at the 
same time ask for and secure a “Cer- 
tificate Plan” certificate. 

4. Immediately on your arrival at 
the Hotel Astor, New York, present 
your certificate to the endorsing officer, 
Mr. John J. Holden, manager, National 
Shoe Retailers Association, as the re- 
duced fare for the return journey will 
not apply unless the certificate is prop- 
erly endorsed by him and validated by 
a railroad special agent as provided 
for by the certificate. 

5. Arrangements have been made 
for validation of certificates by a spe- 
cial agent of the carriers on September 
24 and 25, provided such certificates, 
or a combination of such certificates 
and round-trip tickets, held by mem- 
bers of the organization and dependent 
members of their families, issued under 
following conditions, aggregate not less 
than 100: 

Certificates showing the purchase of 
one-way tickets on authorized dates of 
sale and from authorized territory 
from which the one-way adult tariff 
fare is 75 cents or more. 

Round-trip excursion tickets of all 
classes sold prior to or on dates of 
sale authorized for the convention from 
points from which the one-way adult 
fare to place of meeting is $2 or more. 

Certificates or tickets issued for 
children of half fare age to be counted 
the same as adult certificates or tickets. 

6. No refund of fare will be made 
because of failure to obtain a proper 
certificate when purchasing going 
ticket. 

7. To prevent disappointment, it 
should be understood that the reduction 
on the return journey is not guaran- 
teed, but is contingent on attendance. 
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Obituary 


John J. Flynn 


SALEM, Mass.—John J. Flynn, presi- 
dent and treasurer of John J. Flynn 
& Sons, leather manufacturers, died 
last week. He was a member of the 
Elks, Ancient Order of Hibernians, 
Catholic Order of Foresters, and St. 
Vincent de Paul Society. He is sur- 
vived by his wife, four sons, two 
daughters, two sisters and a brother. 


Store 
Changes 


Improves Store 


MIAMI, FLA.—Palmer’s Shoe Store is 
making extensive improvements in 
anticipation of an increased business 
during Fall and Winter. A new de- 
partment is being added where men’s 
shoes will be carried. In order to make 
room for this line one wall was moved 
so as to provide a space for concealed 
stock. Metal-frame furniture is used 
in the section devoted to men. Only 
nationally advertised lines are carried; 
Fortune at $4; Standish at $5 and 
Walk-Over at $6 and up. 

Boys are to be looked after from now 
on in this family store and Skyriders 
have been stocked for them. 

The entire store is being refurnished 
with attractive chairs and fixtures. In 
the Walk-Over department Lawrence 
Copeland is manager. Mr. Copeland 
comes to Palmers with many years’ ex- 
perience in the shoe business to guide 
him. He was with the Walk-Over shoe 
store when it was an exclusive shop in 
Miami. 

In the National Bridge shoe depart- 
ment George Chase is in charge. He 
was formerly with Burdine’s Miami. 


Max Becker Opens Store 


SPRINGFIELD, Mass. — The Arnold 
Shoe Co. opened for business at 1231 
Main St., by Max Becker. Mr. Becker 
cperates the wholesale business of the 
Springfield Shoe & Rubber Co. and for- 
merly conducted the Becker Self-Ser- 
vice Shoe Store and the Lord Shoe Co. 
The new concern was named after his 
son, Arnold Becker. 


Bernard Schwartz 
Reenters Retailing 


DEs Moines, Ia.—Remodeling is now 
under way for a new shoe store at 
408-10 Walnut S‘reet, in the Hotel 
Kirkwood building under the ownership 
of Bernard Schwartz, who has operated 
a shoe store at 518 East Locust Street 
for 22 years. His son, Harold Schwartz, 
who has been associated with him in the 
East Des Moines store, will be the 
manager of the new store scheduled to 
open about October 1. 





Chance to sell at $6.50 with a mark up of 
full 40%, during the era that Historians 
will record as “The age of profitless 
prosperity.” 

IN STOCK 


VIRGIE 
No. S6789 Black Kid 
No. S690 Chestnut Brown Kid. . 


Welt Construction. 82 Last. 16/8 Boule- 
vard Wood Heel. 


SKIPPY 
No. S6857 Brown Crushed Kid. . $3.85 


Welt Construction. 80 last. 16/8 Cuban 
Wood Heel. 


No. S6907 Satin Mat Kid........ 83-75 
No. S6908 Chestnut Brown Kid... 3-85 
Welt Construction. 66 last. 15/8 Cuban 
Wood Heel. 


The shoes illustrated above are taken from our Stock Depart- 
ment of forty numbers. A well merchandised and complete 
service for the retailer. Fall catalog sent on request. 


* THE 





IRVING DREW CO. 
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Bunny 


Stock 
Children’s and Misses’ 
sizes 6 to 3. 


-65¢ 
(In special Bunny box) 





4400 















-kni i i $2470 2.2085 

———— well. it of slippers = The 2400) and’ 2i%0 ‘Al 
: “ - | ode 

the S ine, the Cu ippers are in the eee. cste Pall 


foreground. For years, the best stores thru- 
out the country have been using them—and 


coming back for more. 


Available in both padded and hard sole, out 
of all-Shearling or Full Grain Leather—in 


Men’s, Women’s and Children’s styles. 


We'll be glad to submit samples. Ask for 
our catalog showing the complete SWAN line. 


grain Leather. 








To order 

Men's 
244400 $2.25 
74/40 cos Se 
Women's 
Saree $2.10 

aaa -25 
The 4400 and 4450 All 
Shearling. 


The 4440 and 4470 Full 


grain Leather uppers. 
Retan bend soles with 
rubber heels. 


Chicago Office 
209 S. State St. 
Harrison 5050 


New York Office 
705 Marbridge Bldg. 
Wisconsin 7-8962 





SWAN SHOE CO., Ine. 2100 


2201 Aisquith St., Baltimore, Md. 

Los Angeles Office 

218 E. Eighth St. 
Vandike 2735 


All-Shearling 
Stock 





Store 
Changes 


Watters Shoe Co. Retires 


BuFFALO, N. Y.—The K. H. Watters 
Shoe Co., Main and Genesee street, one 
of the well-known shoe, hosiery and 
accessory establishments of the city, 
has announced a closing out sale for 
the purpose of retiring from business. 
The shop has both a street store and 
upstairs quarters and for many years 
enjoyed a large trade. Irving Bauer is 
president of the company. Harry J. 
Deters, business manager of the Buf- 
falo Shoe Retailers Association, has 
been appointed appraiser of the stock. 





Occupies Larger Quarters 


Fort WortH, Tex.—Kinney’s Shoe 
Store has moved to larger quarters at 
311 Houston Street. The formal open- 
ing was held Sept. 1. Souvenirs were 
given children attending the opening. 


Family Store At Montclair 


MONTCLAIR, N. J.—David Jacobs, for 
many years active in the trade on the 
West Coast, has opened a shoe store 
for men, women and children at 606 
Bloomfield Avenue. The shop name is 
Dee-Jay Boot Shop. Eighteen chairs 
are in use. 





Meacham Store Moves 


Fort WortH, Trex.—Meacham’s De- 
partment Store has moved to 315 Hous- 
ton Street. The shoe department, lo- 
cated on the first floor in the old loca- 
tion, is now on the second floor. R. E. 
Crawford, formerly manager of Mon- 
nigs’ Shoe Department here, is mana- 
ger of this shoe department, which 
specializes in novelty shoes. 





Changes Store Location 


CAMDEN, N. J.—A modern retail 
shoe store has been opened at 107 
Broadway by Schomer & Berman. It 
occupies what formerly was the ticket 
office of the old Broadway station of 
the Pennsylvania Railroad. 

The business, of which Jack Berman 
and Homer Schomer are the heads, 
previously was located across the street 
from the new site. They have been in 
the retail shoe business in Camden for 
the last 14 years. 


New Orthopedic Shoe Store 


Des MoINgEs, IA.—A new shop was 
opened by the Orthopedic Shoe Co. 
featuring Ground Gripper and Canti- 
lever shoes at 306 Eighth Street. W. S. 
Durbin of Fort Wayne, Ind., is the 
manager. D. D. Bandy, western district 
manager, was in Des Moines for the 
opening. The company has not had a 
store in Des Moines for about two 
years. 





Houx Bros. Changes Hands 


MARSHALL, Mo.—The old established 
shoe store of Houx Bros. has been sold 
to Frank Bihr of Columbia, and will 
be known in the future as Bihr’s Shoe 
Store. Houx Bros. was first opened 
by the father of John and S. D. Houx 
in this city in 1871. 

“It is difficult for us to speak of our 
feelings,” John Houx said, speaking for 
the brothers. ‘“We have been so inti- 
mately associated with the business life 
of Marshall for so many years, we 
have made so many friendships of long 
standing that it was particularly hard 
for us to take this step. 

“The fact that we did so was due to 
our health, the insistence of our doctor 
that we sell out and take a long needed 
rest. We did not, however, sell out at 
the first opportunity. We refused sev- 
eral offers, determined that we would 
sell only to people whom we have every 
reason to believe will carry on this 
business in the same manner we have 
tried to conduct it. 

“This we feel we have done. Frank 
Bihr, to whom we have sold our busi- 
ness, is president of the Miller Shoe 
Company of Columbia, one of the out- 
standing retail businesses of the State. 
He has been connected with that firm 
for 48 years, and we feel confident 
that he will see to it that the same high 
standards are maintained here.” 

Bihr’s, Incorporated, will be the 
name of the new firm which will be 
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under the direction of Frank Bihr, Jr., 
who has moved to Marshall to take 
over its management. 


About People 


Walter Lewin Starts Store 


SANTA ANA, CAL.—Walter Lewin has 
opened a popular priced shoe store here 
in which he is specializing in women’s 
and growing girls’ shoes. The store is 
complete in every detail with the very 
newest in the way of fixtures. Lewin 
is well experienced in the retail shoe 
business, having managed stores for 
the Barnett’s Booteries in Long Beach, 
Pasadena and Santa Ana for the past 
six years. 


A. C. Landau Transferred 


PORTLAND, OrE.—A. C. Landau is 
now manager of the Leed’s store at 
Sixth and Alder Streets. Coming up 
from Little Rock, Ark., he takes over 
the reins from former Manager Vogel, 
transferred by Leed’s to their store in 
Philadelphia, Pa. 








Wearwell Shoe Company 
in Larger Quarters 


New York, N. Y.—The Wearwell 
Shoe Company, distributors of juvenile 
footwear, are moving about Oct. 15 
from their present quarters at 141 
Duane street to new and larger offices 
and showrooms at 130 Duane Street. 
The business of Wearwell has steadily 
increased since its establishment in 
1920 at 148 Duane Street by two broth- 
ers, Sidney and Melville Thalheim. 

Starting in extremely small quarters 
the firm dealt in infants’ shoes only. 
Melville did the selling while Sidney 
managed the packing and shipping. In 
1924 the firm moved to a larger build- 
ing at Reade and Church Streets where 
children’s, misses’ and growing girls’ 
shoes were added to the line. The 
Wearwell Shoe Co. was one of the first 
houses to style children’s and misses’ 
shoes like adults. These novelty shoes 
were the feature of the line. 

In 1926 they again moved to larger 
quarters at 141 Duane Street, and as 
distributors of complete lines of juve- 
nile footwear became well known for 
their highly styled novelty shoes. The 
company has a dozen salesmen con- 
stantly covering their territories which 
range from Maryland along the East- 
ern seaboard to New England and as 
far West as Michigan. 

Melville Thalheim is president and 
sales manager of the firm, and Sidney 
Thalheim, treasurer, buyer and style 
creator. 





Cannot Get Along Without Recorder 


We have just opened a beautiful new 
shoe store here in Wellington, Kansas, and 
we do not feel that we can get along with- 
out Boot AND SHOE ReEcorDER, so please 
Start sending it to us at once. 

Orr Sigley Shoe Co., Wellington, Kansas. 
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This 
SALES 
GIRL 


earns 


fifteen dollars 


a week 





N that salary she cannot afford many pairs of shoes 
—and she has to be careful to get the most for her 
money in good looks, comfort and durability. 


True Step shoes are made for her—and the other thou- 
sands who make up your Main Street market. 


Conservative styling, thorough workmanship, excellent 
value, and friendly service make steady customers of the 
women who pass your store. And Robinson-Bynon have 
made it a practice to deliver these qualities consistently 
for twenty years. 


ROBINSON-BYNON SHOE CO. yoy vonkK 


ROMAINE 


B-5018—Black Satin Kid 
B-5019—Brown Kid 


15/8 Leather Cuban Heel 
AAA-D widths 








TRUE STEP 


Shoes for Women $4.00 and $5.00 


phy’ 


COMBINATION LAST 


ARCH SHOE 
































You Repeat Your Profits with 
“America’s Finest Comfort Shoes’ 





EXTRA FINE QUALITY 
PIG LEATHER INSOLE 


















CELASTK TOE BOX 
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SPECIAL CONSTRUCTED 
GENUINE PIG LEATHER 








HEEL SEAT | 














IN HIGHGRADE 
FOOTWEAR 
SCIENTIFIC SEWED 
sont GON IHAT VENTILATED NEW SPRING 100% NAIL-LESS HEEL 
ASSUMES COMPLETE FOUR Am VENTS Glv AND ELASTICITY SEAT, NO NAILS TO 
VENTILATION CIRCULATION TO EVERY STEP PUNCTURE FOOT 


























The RIGHT FEATURE shoe which has undergone the acid test of 
several years manufacture will produce REPEAT PROFITS for you. 
Nu-Matics with their patented, scientific, "cushion" and “nail-less 
features are virtually non-competitive. Send for our Catalog of 


ROHN SHOE MFG. CO. 
512 W. Florida St., Milwaukee, Wis. 


Un Matic 


CUSHIONED SHOES 


Men's and Women's Shoes. 
Beware of Imitations 


Kohn 











1200 Outside 
" Rooms 


1200 Modern 
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Jar-less comfort — memory- 
lingering meals—cordiality 
born of the desire, not the 
necessity, to serve — you nat- 
urally expect... But the 
host of unusual little luxuries 
and personal servicest hrough 
which the Benjamin Franklin 
recognizes, and treats, each 
guest as a definite individual 
— plus a new and livelier 
tempo—make thisa really dif- 
ferent hotel...We are happy, 
too, to gratify the modern 




































































idea of reasonable prices. 









Single Rooms 
from $ 3 50 


Double Rooms 


































CHESTNUT AND NINTH STREETS, PHILADELPHIA 
E. LESLIE SEFTON, Managing Director 


e 
THE LARGEST UNIT IN THE UNITED HOTELS CHAIN 








What's New 


Good "Campus" Trim 


DALLAS, TEX.—Paul’s recently fea- 
tured a unique school background for 
one of their shoe windows. The idea 
carried out was directly appealing to 
college and high school youngsters 
with their thoughts of school books, 
notes, etc. Out of a large piece of 
beaver board, a huge loose-leaf note 
book was cut, which looked as though 
it was opened in the center. Rings, 
cleverly made of pieces of board 
rounded, protruded upward from the 
pages which were ruled with blue. 
Across the top of both center pages 
was the message, “I’m off to school 
again!” This in red paint. Below 
this message another, “With the 
smartest shoes to ever cross a campus.” 
In the window were shoes particularly 
adaptable for campus and classroom 
wear. The background sign was about 
five feet wide and three feet tall. 





Lynn Shoe School 


LYNN, Mass.—The shoe school here 
is registering students for day classes 
in shoemaking, they to be instructed in 
the operation of machines in a model 
factory for terms of two or four years. 
Day classes commence Sept. 10. Eve- 
ning classes for shoe factory workers 


commence Oct. 15. 


Automatic Tip Finishing 


Boston, Mass. — A new machine 
automatically skives, edges and per- 
forates tips, operating on one after an- 
other as they are brought along by a 
conveyor, and then it automatically dis- 
charges them and stacks them up. 


Radio Talk Sells 
Children's Shoes 


SaLT Lakp City, UTraH—Jennie Lee, 
popular radio personality of the Auer- 
bach Department Store, made a definite 
appeal to parents to buy the right kind 
of shoes for children in the following 
talk: 

“Bring the children down to Auer- 
bach’s Shoe Department. We have 
children’s specialists in our shoe de- 
partment to see that your children’s 
feet are scientifically fitted in shoes 
that insure their permanent foot health. 
If you remember how a shoe that was 
too narrow caused a corn or the lack 
of the proper support in a shoe caused 
a broken arch during your childhood 
and from which you still suffer, then 
you will realize just how important 
it is to see that the child’s foot is 
scientifically fitted now! Don’t take a 
chance with so-called ‘cheap’ shoes, for 
they may ruin your child’s feet for 
life. Bring your children to Auerbach’s 
Shoe Department and know that they 
will be properly fitted. Start them out 
with correctly fitted shoes while they 








are children, instilling within their 
minds the importance of wearing shoes 
that fit the feet and they will remem- 
ber when they buy their own!” 


Chart of Shoes 


Boston, Mass.—In the school shoe 
department in Jordan they have on 
the wall a school style chart, and on 
the chart are the makings, vamp, quar- 
ter, linings, counters, etc. of a shoe, 
arranged and labeled in school style, 
and also a picture of a cross section 
of a shoe to show its construction. 

So a youngster gets a lesson in shoe- 
making while he is getting fitted. 








Best Suede Séason in History 


DALLAS, TEX.—"The Autumn shoe demand 
is so well defined in Dallas now that re- 
orders will concentrate on suede plain and 
in combination with patent, calf or alligator, 
and on aall-alligator," said Bert Eastman, 
buyer of shoes for Neiman-Marcus Co. 

"We are enjoying the biggest selling of 
suede shoes and of alligator shoes in our 
entire history," Mr. Eastman said further. 
"In alligator, the shiny surface is preferred 
to a dull finish because a shiny alligator 
gives a finer appearance. 

“Already, we have closed out most of the 
early Fall fabric shoes to make room for more 
suedes and alligators. Types which have 
met with the best reception in Texas are 
monk effects, side-lacings and other high- 
cut shoes. There is less than the usual 
amount of dressy daytime strap shoe 
demand.” 
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Disposal of Drought Hides 


WASHINGTON, D. C. — The huge 
stocks of drought cattle hides to be 
purchased by the Federal Surplus Re- 
lief Corporation, after Sept. 5, will be 
used exclusively for relief purposes and 
kept entirely off the commercial mar- 
kets, Administrator Harry L. Hopkins 
has assured in a statement announc- 
ing plans of FSRC for disposition of 
the leather. 

The Government, answering the plea 
of tanners, is ready to spend $10,000,- 
000 to prevent a market glut. In ad- 
dition to aiding the leather interests 
it is contemplated that processors and 
tanning plants throughout the country 
will be given a share of new business 
and that the ultimate product will ben- 
efit the unemployed, who are not re- 
garded as shoe purchasing prospects 
at the present time. 

Early in October, bids will be asked 
on tanning of cattle hides and calf 
skins, while bids on tanning sheepskins 
will be sought in early September. 
Bids on processing, curing, and storing 
the cattle hides and calf skins by com- 
mercial slaughtering firms already 
have been asked, and it is planned to 
award contracts at once so that hides 


and skins can be turned over to the tan- 
ners in November. 

No large individual contracts for 
tanning will be awarded, but the work 
will be spread out as far as possible, 
Mr. Hopkins said. This, of course, is 
in the interests of the tanning com- 
panies and their workers. 

The FSRC already has made a sur- 
vey of the tanning industry with a 
view to awarding its contracts where 
they will do the most good from the 
standpoint of relief for the jobless. 
Cattle slaughters are being carried on 
in most sections of the country, and for 
that reason the shipment of skins from 
one point to another will not be exten- 
sive. 

Announcing that distribution of the 
manufactured articles will be placed in 
the hands of the State and local relief 
agencies, Mr. Hopkins stated: 

“The program of commodity distri- 
bution is designed for and limited to 
the raising of relief standards for the 
needy. No articles will be produced 
beyond the needs of the unemployed. 
None will be for sale to those who can 
buy them.” 





What's New 


Fall Trade Promotion 


SPOKANE, WASH.—Virtually all the 
leading shoe dealers of the city are 
signing up to cooperate in the Golden 
Harvest Festival, an annual trade pro- 
motion activity sponsored by the retail 
trade bureau of the local Chamber of 
Commerce. Featuring a Fall style 
show for both men and women, the 
city-wide activity is an ideal oppor- 
tunity for introduction of the latest 
shoe modes. 

This style show is conducted in all 
downtown display windows, which were 
unveiled simultaneously. That depart- 
ment stores, clothing stores, and leading 
Spokane shoe firms all cooperate in this 
stimulates public interest. A window 
shopping game, with valuable mer- 
chandise prizes, also heightens the ex- 
pectancy of the crowd. 

Arthur Schulein, shoe dealer, who 
caters to smart women’s wear, is gen- 
eral chairman of the celebration this 
year. Besides the Fall style show, Mr. 
Shulein is in charge of a stunt parade 
to be organized in three sections, for 
lodges, civic groups and organizations, 
for merchants and for children. Prizes 
are offered in each division. 


Spotlighting Sells Men's Shoes 


Los ANGELES, CAL.—Stanley F. 
Smythe, manager of the fine shoe sec- 
tion in the new men’s store at Bul- 
lock’s, says: 

“I think we get the best results from 
our displays by spot-lighting one pair 
at a time on a display table. 


“In doing this I am using no stand- 
ards or uprights as that makes the 
table proper look too bare, but one pair 
of shoes on a table, with a very attrac- 
tive lamp sitting beside it, gets more 
attention and centers the mind of the 
customer, and at the same time it fixes 
the mind of the salesman and gives 
him a more definite and centered target 
to shoot at. 

“We show the entire line by chang- 
ing the display frequently. 

“After all, there is nothing like sim- 
plicity in display if you want to get 
the attention of the most careful pur- 
chasers of shoes.” 


Effective Book-Like Display 


Los ANGELES, CAuL.—Sylvester 
Braiden, in charge of the Stetson Shop, 
finds a display unit resembling a large 
open book or magazine getting the eye 
of more than 90 per cent of the people 
entering the shop. 


This unit painted white like white 
paper stands on a table in a rear cor- 
ner. It is made of plywood, is 2% feet 
high, 3 feet wide and 6 inches deep. 
The center is cut from one “page,” 
leaving a marginal frame but allowing 
space in the center to insert a “blown- 
up” magazine advertisement 12 by 24 
inches. The other half of the book 
has three shelves where three pairs of 
shoes, under illumination, are placed. 





BOY SCOUT SHOES 
STURDY SHOES FOR STURDY BOYS 
GIVE LONGER WEAR SERVICE 
FOR SCHOOL AND PLAY 


Don’t Miss Sales for Lack of Sizes 


In-Stock— 
Immediate 
Shipment 


Style #913—Official moccasin type service oxford. 
Brown Elk, Gro-Cord Kicker Toe Sole and Heel. 
Match Ey elets. Gents’ $2.60; Boys’ $3.00; Men's 


3.45. 

sete a Service Shoe, medium meme 
Tan Elk, half bellows tongue. Gents’ $2.60 
Boys’ $3. ‘00; Men's $3.45. 

Style £739-—Same, Camp Oxford, Brown Elk, 
Raw Cord Sole, rubber heel. Gents’ $2.25; Boys 
$2.60; Big Boys’ 614-9, $3.00; Men’s 9%-11, 


3. 

Sie #926—Same, Camp Shoe, medium shade Tan 
Elk. half bellows tongue. Gents’ $2.25; Boys’ 
$2.60; Big Boys’ 6144/9, $3.00; Men’s 914-11, 


$3.25. 


CAMP-OLOGY BOOKS SUPPLIED | FREE. Every 
Scout wants one. Show them in your window trim. 


STYLE No. 58! 
OFFICIAL 
BOY SCOUT 

DRESS OXFORD 


Brown or Black Calf, leather sole, rubber heel, 
Rocker last. Gents’ $2.55; Boys’ $3.25; Men’s 
Style # . . Same in mews Elk. Gents’ 
$2.25; Bors! ” $2. 60; Men’s $3.2 

Style £56 Same in Black ip. Gents’ $2.25; 
Boys’ $2. 60: Men’s $3.25. 





Every Scout and Cub wants a ‘“‘spic and span’’ 
new pair of Scout Shoes to begin his fall troop 
meetings. Also, eo bang shoe for school. Get 
more of the boys’ trade by a liberal display of 
Scout Shoes in your trims! 











Complete descriptive folder sent on request. 


THE 


PX¥CELSIOR 


SHOE COMPANY 


Portsmouth, Ohio 
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“How nice 





they look inside!” 


, aw retailers know 
that the inside as well as the 
outside of a shoe must be neat 


and trim in appearance. 


Du Pont Pontan Quarter Lining, 
because of its uniformity and 
practical working qualities, is at- 
tractive in appearance and will 


impress the customer favorably. 


It is furnished in white, gray, fawn 


and other appealing colors. 





@U PONT 


REG.U.S. PAT.OFF 











UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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“Not only does this unit get the eye 
immediately when the customer enters, 
but more than 90 per cent, by actual 
census, walk over and examine the three 
pairs of shoes shown. It is important 
that the ‘blown-up’ advertisement from 
a high-class magazine be in the other 
side of the ‘book’ so as to claim for 
the shoes shown the prestige of an 
advertising tie-up with such magazine. 

“We never have had a display unit 
that drew more attention or brought 
more immediate results.” 





Children's Shoe Demonstration 


SPOKANE, WASH. — Specializing in 
children’s feet and the problem of 
fitting them, Andrew Sheridan was 
featured this week in the pre-school 
merchandising of children’s footwear 
at The Crescent. This large depart- 
ment store held a demonstration of its 
shoes for little folk along with the 
presentation of the expert who has 
spent many years in studying correc- 
tive methods for children. 


Display Boosts Sales 25°, 


LONG BEACH, CAL.—A carefully ar- 
ranged line of men’s shoes, eye height, 
on a display rack designed especially 
for the job, placed on top of a parti- 
tion, has increased shoe sales about 25 
per cent for Barker and Newton, ac- 
cording to F. W. Bender, department 
manager. 

The display rack is built like a gable 
roof, neatly faced with rich purple 
velvet and a line of shoes faces each 
way. A definite order is always main- 
tained in the line-up. Usually it goes 
like this: whites, combinations, tans, 
colored suedes, then blacks. 








“While this partition, exactly five 
feet high, is put there to segregate to 
some extent the shoe department, this 
line-up of shoes forces the customers 
of the other department to run the 
gauntlet in every case, and the display 
invariably hits him right in the eye,” 
says Mr. Bender, “and there is not one 
man in a hundred who can, under the 
circumstances, resist reaching out and 
handling a pair of shoes. That neces- 
sarily means more sales.” 


The 
Selling End 


Harry Weinstein Optimistic 
Harry Weinstein, who makes his 
headquarters in Hartford, Conn., and 
covers New England for the Willits 
Shoe Co. of Halifax, Pa., is especially 
optimistic about conditions for the 
coming season. He reports that pros- 
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pects are very good, there is an in- 
terest in the future on the part of the 
retail trade, and barring complications 
that a prolonged strike in the textile 
industry would produce, volume of 
business in juvenile lines will be large. 





Attends Convention 


Elkan Reis, of the home office of D. 
Myers & Sons, Inc., of Baltimore, was 
in attendance at the New York State 
Shoe Retailers Annual Convention at 
the Hotel Statler in Buffalo, and met 
many of the friends and customers of 
the house who expressed a lively inter- 
est in the new Spring samples of high 
style Compo shoes for women in which 
his house specializes. 





COURSE IN SHOE MERCHAN- 
DISING TO START SEPT. 25 


A free course in shoe merchandising will be 
offered this Fall, at the Central Needle Eve- 
ning Trades School, 128 West 3lst Street, 
New York City. The course will be given 
two evenings a week, from 7 to 9 p.m. The 
course covers such topics as shoe materials, 
shoe constructions, the retail sale, the fitting 
of shoes, the accurate measurement of the 
foot in relation thereto, the retail store—its 
management and control of stocks. 

The course will be given by Louis G. 
Feman, who has conducted this course for the 
past several years. 

Register early, as the number who can take 
the course is limited. 

Those out-of-towners who are interested in 
a course of merchandising, write to Mr. 
Feman, c/o Boot and Shoe Recorder. 








CLEVER "BACK TO 
SCHOOL AD" 












Back to school 
but 
Flexipeds first 


a ° 45 a pair 


They always have to have 

shoes—that's settled. And 

they ought to have correct 

shoes—the right last, 

good support, and long 

wearing, flexible leathers, 

(Above is a word for 

word desoription 

of Flexipeds.) We've 

been exceedingly careful 
about this last,.and tise 

bas proven that feet grow 

right when they live in it, 

A wide choice of leathers 

—calf, elk, patent 

leather. This is brown elk 

with @ sharkskin tip. 

Sizes 64 to 3. Fourth Floor 














Here's a most effective ad featuring 
Back to School Shoes. The "real boy” 
type of illustration lends itself very well 
to this sort of ad. In recent issues of 
BOOT AND SHOE RECORDER are to be 
found a nice selection of this type of 1l- 
lustration. Note also the use of Type- 
writer Type and the very informal 
Signature. 


Empire State Shoe Men 
[CONTINUED FROM PAGE 74] 


Marie F. Carroll, James G. Bennett, 
Don J. Burke and John Dwyer. Direc- 
tors for One Year—Jesse L. Patton, 
Ernest N. Park, Harold A. Read, W. S. 
Ocker, J. Edgar Burke, M. E. Sarvey, 
Jay T. Huff, J. H. Millham, G. T. Weer, 
Ernest A. Beaumont, George P. Fox, 
Max Deutsch, Fred H. Bresee, Justin 
H. Sullivan and Miss Charlotte H. 
Griffin. 

Invitations for the 1935 convention 
were received from Rochester, Syra- 
cuse and Utica. Action on the conven- 
tion city will be taken at a forth- 
coming meeting of the board of direc- 
tors. 

Great credit must be given to the 
local committees, consisting of the fol- 
lowing: 

Irving M. Bauer, general chairman; 
Oliver F. LaReau, secretary; Joseph 
Schaetzer, treasurer. 

Auditing Committee—Frank Deline, 
chairman; C. I. Lanich, George Seifert. 

Badges, Signs and Registration Com- 
mittee—Benjamin Etkin, chairman; 
Robert Holmes, Jacob S. Meyers. 

Speakers and Program Committee— 
Harry A. Gibson, chairman; C. I. 
Lanich, S. H. Michaels, Irving M. 
Bauer, Joseph Pfeiffer. 

Banquet and Lunch Committee— 
Harry A. Gibson, chairman; C. I. 
Lanich, S. H. Michaels. 

Everit B. Terhune, as toastmaster at 
Monday night’s banquet, said associa- 
tions are of vital interest to the very 
life of every man and woman connected 
with the shoe business. He declared 
that traveling shoe salesmen are com- 
ing into better times and urged that 
every one in the shoe industry give the 
utmost consideration to the problems 
of traveling salesmen. 

John Holden pointed out the danger 
of selling sub-standard grades of shoes. 
William Pidgeon held the audience 
spellbound for an hour as he discoursed 
on the ever changing business and 
social conditions. Jesse Adler spoke 
on the drought hide situation. National 
President M. A. Mittelman, speaking 
at the Tuesday round table luncheon, 
at which E. N. Park presided, said: 
“The time is now come when we shoe 
merchants must eat, drink and sleep 
shoes, not as individuals but as part of 
aggressive state and national associa- 
tions.” 

Syracuse was selected as the next 
convention city but the date is to be 
announced later by the board of direc- 
tors. 


Features Corrective Shoes 


Newakk, N. J.—The N. S. Low Shoe 
Company, Inc., started business Sept. 
8 at 1060 Broad Street. Incorporated 
last month for $125,000, the concern 
is controlled by Amsterdam Brothers, 
Newark surgical appliance concern, 
and the new store will feature shoes 
especially designed for people with foot 
trouble. 
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Reports Fall Increase 


Detroit — Retail business is picking 
up for Fall, according to Ben Berke, 
head of Berke’s Boot Shop, exclusive 
Washington Boulevard shop. The first 
three days of this week were the best 
single days, aside from week-ends, in 
many months. No special sale was in 
progress. Effective window cards 
were used, stressing reasonable pre- 
vailing prices only. 
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Shoemakers Shine at Picnic Concert 





EPHRATA, Pa.—Up here in central 
Pennsylvania folks take time out occa- 
sionally for other things besides their 
regular occupations. For instance, in 
a shoe factory a really talented band 
is formed, all of its members being 
composed of the people of the factory. 
It is the Ephrata Shoe Band of this 
place. 

A short time ago the annual picnic 
of the Ephrata Shoe Co. was held at 
Maple Grove, a resort a little south of 
Lancaster. 


Forty-eight automobiles, led by the 
police patrol, took the gathering from 
Ephrata to the park. Games, contests 
and sports took up the morning hours, 
and after luncheon, a very important 
part of a Pennsylvania picnic, a fine 
musical program was rendered by the 
band, and addresses were delivered by 
the president of the company, W. B. 
Rohrbach, and the treasurer, Toan 
Metzger. The affair was one of the 
most enjoyable of the series thus far 
held. 





Likes Barber Shop System 


HoLLywoop, CALir.—G. L. Morgan, 
proprietor of Morgan’s Theatrical Shoe 
Store, Sunset and Western, Hollywood, 
says: 

“As manager of a high class salon 
type shoe store I found it advantageous 
to use a call system similar to that in 
a barber shop. 

“I placed a row of easy chairs for 
the salesmen and each man had his 
chair where he sat when not busy. I 
always wanted the boys seated when 
not busy so as to conserve their en- 
ergies. As their call numbers advanced 
they moved one chair ahead in the row. 
For example, Bill was Number 1 on 
Monday so as such he took chair Num- 
ber 1 and had first call Monday. On 
Tuesday Sam who had chair Number 2 
on Monday took chair Number 1 and 
was up first on calls that day, etc., Bill 
taking the last chair. 

“The system eliminated entirely 
arguments on who is up for the num- 
ber of the chair always told whose 
turn it was to wait on a customer. 

“The system worked like clock-work 
and if I ever run that kind of a store 
again I shall introduce it on opening 
day” 


Store 
Changes 


New Hartford Store 


HARTFORD, CONN.—J. Gendler has 
opened the Jax Shoe Store at 415 Main 
Street, carrying a full line of men’s, 
women’s and children’s shoes. The 
store has no connection whatever with 
Jax Shoe Store at 1249 Main Street, 
Bridgeport, Conn., a men’s shoe store, 
according to Jack Olinsky, head of the 
latter concern. 


Two Dollar Chain Launched 


RICHMOND, VA. — Two Dollar Bill, 
said to be the first women’s shoe store 
of its kind in America, recently opened 
at 603 East Broad Street. It is said to 
be the first unit in what is to be a na- 
tion-wide chain of similar stores. Wo- 
men’s shoes, at one price—$2—are sold 
exclusively. 

According to Harry Hess, proprietor, 
the Richmond store is operated by local 
sales people only. The new store has 
been completely remodeled and re- 
decorated, with new and attractive fix- 
tures installed throughout, and is lo- 
cated in the two-story and basement 
building formerly occupied by L. P. 
Levy for more than a decade. 





Shoe Box Opens 


SouTH BEND, IND.—A new shoe salon, 
to be known as the Shoe Box, has been 
opened in Newman’s Style Shop, 122 
South Michigan Street, South Bend. 
The new department is under the di- 
rection of Charles C. Armstrong, for 
the last five years connected with 
Marshall Field & Company in Chicago. 
Associated with him is H. C. Jorgenson, 
also a former Marshall Field & Com- 
pany employee. The department will 
specialize in women’s custom made foot- 
wear, and has added a line of women’s 
hosiery. 


To Open New Store 


Des MoINEs, IowA — Bernard 
Schwartz, who has operated a shoe 
store at 518 East Locust Street for 22 
years, announces that a new shoe store 
will be opened at 408-10 Walnut Street, 
Hotel Kirkwood building, Oct. 1. Harold 
Schwartz, a son, will be manager of 
the new shop. Remodeling for the new 
location is now underway. Decision 
covering lines to be carried has not yet 
been reached. 
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“NEW CARPET “YES, IT'S A 
MOHAWK. 
atin FIRST I'VE EVER 
SHOP, EH? USED, BUT | 
THINK IT WAS 
LOOKS FINE.” 
A FINE BUY.” 














Your First Mohawk Carpet 
will not be the last....... 


OU take no chances in putting Mohawk Carpeting on your store 
ve Mohawk Carpets have built up an unexcelled reputation 
as long-wearing, economical floor coverings in stores, theatres, 
hotels, clubs and offices. Where foot traffic is thickest, Mohawk 
Carpet seems to show its greatest durability and prove most con- 
clusively its ability to retain its softness, resiliency and color. 

There are definite reasons for this. Use of only imported virgin 
wools. The fastest-colored dyes obtainable. Expert wool prepara- 
tion and blending. Highest craftsmanship in actual weaving for 
over 50 years. 

Let a Mohawk Carpet Specialist help you select the right weave, 
grade, pattern and color for your store—at the price you want to 
pay. You will have Chenille, Wilton, Axminster and Velvet weaves 
to choose from. Many figured patterns and rich plain colors. 
Oriental and Modern designs. This Advisory Service is free—entails 
no obligation. For it, address the nearest Mohawk office or Mohawk 
Carpet Mills, Contract Carpet Department, 295 Fifth Avenue, 
New York City. 


For a half hour of music, entertainment and romance, listen to 
Mohawk’s Treasure Chest Radio Program every Sunday after- 
noon at 2 o’clock (E.D.S.T.) over a coast-to-coast NBC hook-up. 


Mocha y 


REGIONAL SALES OFFICES 


LI 


PETS 


ATLANTA CHICAGO DENVER DETROIT 
BOSTON DALLAS DES MOINES SEATTLE 
PHILADELPHIA LOS ANGELES SAN FRANCISCO ST. LOUIS 


1934, Mohawk Carpet Mills, Inc. 


Stop the Passer-by 
with 
Smart Evening Sandals 


FAIRY TWINKLE TOES 


A smart-looking window attracts 
people to “look.” Smart mer- 
chandise makes them buy. But 
neither your window nor your 
stock will appear to best advan- 
tage without smart display. 





Fairy I'winkle Toes dramatize 
the evening sandal . . . they at- 
tract attention . . . enable the ob- 
server to visualize the shoes 
when worn. . . and turn pros- 
pects into purchasers, 


Fairy Twinkle Toes are eco- 
nomical and easy to handle. 
They are available in flesh with 
rose tinted nails, or glossy black 
with silver nails. Both get re- 
sults! 



































SHOE FORM CO. 


AUBURN, N. Y. 


Licensed Manufacturing Branches 
United Last Co., Ltd., Montreal, Que. 
Northampton, England Paris, France 


Frankfort, Germany Melbourne, Australia 
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Children's Footwear 
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MBS. DAY’S IDEAL BABY SHOES 
: Infants’ Soft Soles...0-3 
intermediates ....... 1-5 
Flexible Hard Soles. .2-8 
Send for In-Stock 
Catalogo 
MRS. DAY'S JORAL BABY 
Leeust St. | Danvers, Mass. 
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Hosiery Protectors 
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WALK-EZ 


PRONOUNCED WALK-EASY 





are SEAMLESS 

and SMOOTH 
There are no_back- 
seams on WALK- 
EZE’S to irritate 
That is 
are the 
leaders 


the heel. 
why they 
outstanding 
in the field. 

ORDER FROM 

YOUR JOBBER 

Manufactured by 

Onondaga Hide & Leather Co., Syracuse,N. Y. 
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Shoe Trees 
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QUICK PROFIT ITEM « 5(): 


SIMPLEX: SHOE TREES Ri 


SELF ADJUSTING 
A = — FOR MEW 
userts or emoves ano WOMEN 
WRITE FOR = 7 C. 
oh — anh 


159 NORTH M!CHIGAN AVENUE: CHICAGO JIL 


a ai a 








Joe Faflik Incorporates 


CLEVELAND, OHI0O—Joe Faflik, promi- 
nent Cleveland shoe retailer and oper- 
ator of the Faflik Bootery at 9208 
Lorain Avenue, has incorporated his 
business under style of the Joe Faflik 
Shoe Co., Inc. Authorized capital is 
$25,000. Joe Faflik is president and 
treasurer with Robert Faflik as vice- 
president, and their father, Herman 
Faflik, as the third director. The com- 
pany was chartered on Sept. 5. 
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Store 
Changes 


New Wolfelt-White Store 


BEVERLY HILLS, CALIF.— The Wol- 
felt-White Shoe Company, which for 
many years has operated a quality shoe 
store for women at 2621 Wilshire Boule- 
vard, Los Angeles, has opened at 
9687 San Monica Boulevard, Beverly 
Hills, one of the most attractive salon 
type shops for women to be found in 
southern California. 

The location is in the most fashion- 
able section of the city and the appeal 
is to the most select trade. 

Fred White, proprietor, is in active 
charge. 


Engle and Rendell Move 


PASADENA, CALIF.— The Engle and 
Rendell shoe store, which has been 
located at 195 East Colorado Street for 
several years, has moved to a new loca- 
tion in the Maryland Hotel Building at 
423 Colorado Street, occupying a large 
corner room formerly occupied by the 
I. Magnin Company. 

The store in its new home has a 40 
foot window display front and a depth 
of 80 feet. There are both a street en- 
trance and an entrance from the hotel 
lobby. Several new articles of furni- 
ture have been added and the room 
newly decorated with new window 
equipment for display purposes. 

Only women’s shoes are sold and 
these only in quality grades. J. B. 
Engle is in active charge of the store. 
The firm has been in business in Pasa- 
dena for 17 years. 


New Haven Store Remodeled 


NEw HAVEN, CONN. — The New 
Haven unit of the A. S. Beck Shoe Co., 
located at 824 Chapel Street and man- 
aged by Max Jacobson, has been com- 
pletely remodeled and redecorated with 
material improvement in display and 
fitting facilities. 

A complete new front has been in- 
stalled, with deeper windows, the color 
scheme featuring a base of bright yel- 
low with red and orange trim and 
bronze fittings, as well as a bronze 
Neon sign. The appearance of a lobby 
has been created just inside the en- 
trance. New flooring has been laid, 
using inlaid linoleum in a mosaic pat- 
tern with eight colors. 

The men’s and boys’ department has 
been completely separated from the wo- 
men’s section. Much new shelving has 
been installed, making it possible to 
carry a larger stock. New interior 
fixtures are of birdseye maple, with 
contrasting trim. 

Manager Jacobson told Boot AND 
SHOE RECORDER that the quality of 
merchandise handled had been stepped 
up and that greater runs of sizes will 
be carried. In women’s shoes, the store 
will now feature sizes up to 10. 
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Des Moines Store Reopened 


Des MoINEs, Iowa — The Ground 
Gripper Cantilever Shoe Company, re- 
opened its store at 306 Eighth Street, 
early in September, under the manage- 
ment of W. S. Durbin of Fort Wayne, 
Ind., who has been associated with the 
firm for many years. D. D. Bandy, 
western district manager, said the 
store was opened, after being closed 
several years, because he believes Iowa 
to be one of the first states to return 
to normal trade. 


96th Beck Store in Detroit 


Detroit—A. S. Beck Shoe Company 
opened their ninety-sixth store, in De- 
troit, last Saturday, with appropriate 
ceremonies. The new store is located 
on East Jefferson Avenue, in the heart 
of Detroit’s east side suburban shop- 
ping center. 


INDIVIDUALITY IN 
STYLE 
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—for Sports 
or Walking 
39:75 


Top—New kiltle in black 


Whether you're 
going to college 
or not, you'll find 
these exclusive 
Styles par excel- 
lence with your 
smartest sports 
clothes. Maximum 
walking comfort. 


or Drown suede or 
scuffed leather. $9.75. 
Center—The “Menk,” in 


dark blue or tan lame 
leather. $9.75, 


Lower — Popular Ghillie 
tie in black, brown, blue’ 
or green scuffed leather. 
99.75. 


oe > oO Be 


Birmingham, Ala.—BLACH'S, Birming- 

ham, feature three individual types of 

shoes in this attractive style ad. Dave 

Feinefeld, new manager of Blach's 

styles this line and the Ad features 
his “by-line”. 
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600 ROOMS 
WITH BATH 
$239 UP 


HOTEL PENNSYLVANIA 


PHILADELPHIA 


39™ & CHESTNUT STREETS - 








the Mar- 
bridge Building — 
Headquarters for 
Value and Style 


Shop 


Under one roof... the showrooms 
of the shoe industry’ s leading man- 
ufacturers ... easily accessible to 
retailers and buyers, who, in one 
visit, may learn all that is new and 
smart in the shoe world. 

The coming season’s outstanding 
shoe styles are on display now at 
the Shoe Buying Centre in New 
York .. . the crossroads of the 
trade . .. the Marbridge Building. 


Come and see them before you buy! 


‘1528 BROADWAY stase NELU YORK 








Literature 


Attractive Myers Catalog 


A very comprehensive catalog show- 
ing the entire line of women’s stoes, 
style, and staple chiefly of Compo con- 
struction, and priced to sell in the retail 
brackets from $3 to $5 by D. Myers & 
Sons, Inc., of Baltimore, Md., is stated 
in the preface to be designed as a first 
aid to rapid turnover. All of the shoes 
shown and described are carried in 
stock, fully described and each illustra- 
ted and with the price shown in an easi- 
ly read code, but if shown to a store 
customer, meaningless, since the code 
price looks like a stock number. 

The catalog is eight and a half by 
eleven inches and has a striking cover 
in red and gold on black. 

In addition to the actual listing of 
the shoes there is enclosed a folder of 
iliustrations of matrices of all of the 
shoes shown which matrices are avail- 
able for the use of the merchants using 
the line. 

Several pages are devoted to mer- 
chandising indeas built around various 
features of the line, including the “Fitz- 
on” top lift, with which many of the 
shoes are equipped, and description of 
the six point screw heel system used 
on the greater number of the shoes car- 


ried in the line. This six screw system, 
especially desirable on high Louis heels, 
gives additional attachment to the heel 
seat as shown in the illustration here 
reproduced. 

Altogether the catalog is likely to be 
proved a valuable aid to the customers 
of the house who are located all over 
the country, and to shoe men generally 
who are interested in women’s style 
shoes at moderate prices. 


Hide Market Situation 


Boston — Of the hide supply, the 
First National Bank of Boston says in 
its September letter: 

“Government purchases up to Aug. 
24, totaled 3,747,000 cattle and calves, 
of which 1,971,000 have been shipped. 
Federal inspected slaughter, included 
drought cattle, increased 28 per cent in 
July, and the seven months’ record- 
breaking total is 31 per cent ahead of 
the corresponding period last year. 

“The Tanners Council reported, how- 
ever, that raw stocks of cattle hides in 
tanners’ hands on June 30 were equal, 
in terms of wettings, to less than a 
month’s supply, and that finished stocks 
of all cattle hide leather, measured by 
average deliveries, approximated a two 
months’ demand. This favorable statis- 
tical position, which had been further 
supported by several weeks of accruing 
need for both raw material and leather 
is reflected in the movement of hide 
prices. Light native cows, which had 


sold irregularly downward from 9% 
cents in June to 6% cents in the early 
weeks of August has since advanced 
to about 7 cents. 


Drought Hides 


BostoN—Drought hides will be sent 
to tanneries after Oct. 1, or later, ac- 
cording to Washington despatches. 
Shipments will be, it is expected, at the 
rate of 300,000 pelts per week, 60 p.c. 
cow hides and 40 p.c. calf and kip 
skins. The actual shipment may fall 
below this estimate. Many cattle are 
being shipped from the west to east- 
ern farmers, to be grazed, instead of 
being sent to packing houses to be kill- 
ed. Rains have relieved the drought in 
some sections. 


More Shoemakers at Work 


RICHMOND, VA.—An increase of 23 
per cent in the number of persons em- 
ployed by certain selected, but repre- 
sentative, manufacturing groups in 
Virginia during the first six months 
of this year, as compared with the cor- 
responding period of 1933, is shown in 
statistics gathered by Frank F. Evans, 
statistician of the Virginia State in- 
dustrial commission. 

The increase was from 62,536 to 
76,968. The manufacturing groups in- 
cluded textile, paper and pulp, paper 
products, tobacco, shoe, furniture and 
veneer, metals and fertilizer plants. 
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Riding Boots 


i el ell 

















LARGEST 
BOOT STOCK 


in America 
Domestic and Imported 
For Immediate Delivery 
Men, Women & Children’s 
Boots for Riding 


Field, Hunting, Aviation 
Also Jodhpurs & Jodgores 


Complete Catalog 
R-7 on Request 


COLT 
CROMWELL CO. 
1239 Broadway 
New York City 











Riding, 3, Cowboy and Lace Boots y) 
rite for Catalog X 
H. J. J JUSTIN & SONS, line. 








| RIDING BOOTS 
IN-STOCK 


For Men, Women and 
Children—also 
Jodhpurs and Field 
Boots. 


Write for catalog. 
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Cleveland Association Holds 
Clambake 


CLEVELAND, OHIO—The Cleveland 
Shoe Retailers Association has sched- 
uled a big clambake and golf tourna- 
ment at the Columbia Hills Country 
Club on Monday, Sept. 17. This will be 
the important outing of the year and 
a good turnout is expected. The Cleve- 
land Association has been meeting all 
Summer with the exception of August. 
Pretentious plans are being made for 
the Fall and Winter season. 
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Trade 
Doings 


Detroit Retailers to Meet 
With State Group 


DetroIt—Detroit Retail Shoe Deal- 
ers Association joint meeting with the 
State association at the Fort Shelby 
Hotel, Oct. 9, will feature a motion 
picture, not hitherto shown here, “‘Cov- 
ering the United States in Twenty 
Hours.” The film is an airplane fea- 
ture, and of unique interest, according 
to Nathan Hack, who is handling ar- 
rangements. 


About People 


Gude Finds Customers 
Seeking Practical Shoes 


Los ANGELES, CALIF.—“One thing is 
very evident this Fall,” says Al Gude, 
proprietor of Gude’s largest Los An- 
geles shoe store, “and that is a more 
practical trend in the selection of shoes 
even by our wealthiest customers. 
‘How long will they wear?’ is a ques- 
tion asked even by wealthiest women 
and asked just as often as the ques- 
tion, ‘How do they look?’ 

‘“‘Women, as a rule, are buying better 
shoes than they bought last year. The 
unit sale has gone up, but in hundreds 
and thousands of cases durability must 
go with style and even in shoes ‘beauty 
must be more than skin deep.’ 

“The demand for fabrics, noticeably 
strong when the Autumn season opened, 
has not abated. Gabardines are prov- 
ing to be big favorites, but these, it 
must be remembered, are practical 
shoes. Fabrics trimmed with suede are 
taking very well. Brown is still go- 
ing strong and blue is still in good de- 
mand. We feel that blue is here for 
some time to come if not permanently. 

“The good old oxford, partly because 
it is practical, wears well, and holds its 
shape, 4-eyelet especially, is well out 
in the lead this Fall.” 





Dave Lubin Made Manager 


NASHVILLE, TENN. — Dave Lubin, 
Nashville shoe man, assumed manage- 
ment of the shoe department of Swords 
& Co., 308 Union St., Sept. 1. Mr. 
Lubin states that the department will 
have a complete line of women’s and 
children’s shoes, guaranteed to give 
service. 





Demonstrates Shoes to Doctors 


Detroit—Nathan Hack, of the Hack 
Shoe Company, will present an exhibit 
of shoes and corrective fittings at the 
annual convention of the Michigan 
State Medical Association, to be held 
at Battle Creek, Oct. 12 to 14. The 
display wiil be in charge of Dr. Mor- 
ton Hack, vice-president of the firm. 
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Whites Still Lead in Miami 


MIAMI, FLA.—Even though it is well 
into September, white shoes continue to 
lead all others in Burdine’s Men’s Shoe 
Department. Perhaps it is because cus- 
tomers are getting ready for the big 
American Legion Convention to be held 
in Miami in October and want a venti- 
lated, white shoe to wear with the pre- 
scribed white uniforms, or it may be for 
some other reason, but anyway white is 
in the lead. 

In sport shoes tan and white ac- 
count for approximately 70 per cent 
of sales volume, with black and white 
showing about 30 per cent. 

Practically 20 per cent of the entire 
sales volume of the department runs to 
plain shoes, black and tan. Black 
amounts to 15 per cent with plain 
brown or tan coming in with only a 5 
per cent volume. 

In price range the leaders right now 
are medium priced shoes. High and 
low priced merchandise are not so 
popular as the medium grade. 

A customs toe continues good but in- 
dications are that something in the 
broad line is to be very good. 

A shoe that is having a good run 
even in September is a Cuban “Hi-Li” 
(Jai-Alai) for sports wear, beach, yard 
or even business. This is a white elk 
shoe with heavy crepe sole, oxford 
model, and very comfortable. 





TELL FALL STYLE STORY 
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CUSTOM MADE BY HENNING 


HE 1934-35 season is. open... the new 
Henning collection ready. These Henning shoes 
are the epitome of all that the finest hand 
*taftsmanship can create .. ..to go with your 
new Foll costume, whether it be Hollywood or 
Paris designed. We suggest this high-cut ox- 
ford in suede with patent or calf to”go places” 
efternoons or for the aperitif hour. 
TWENTY-TWO NEW MODELS T | 75 
eo 


Formerly 15.00 and higher 





New York, N. Y—A dignified Style 
ad featuring the opening of the Fail 


Collection at Oppenheim - Collins. 


Note the careful arrangement of type 
decorative 
treatment. 


illustration 


and 


smart 
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Put This Under 


You get more of New York at the New Yorker than 
anywhere else. You are coming to market this 
month to make your selections for the social and 
holiday seasons back home. You will find that your 
stay at the New Yorker will place you close to the 
sources of style and their showings. 


The New Yorker is the shoeman’s service center 
—within three blocks you get the very heart of the 
shoe business and you can inspect more lines within 
the hotel and this district than anywhere else in the 
world. 


Visit the great stores, contact Fifth Avenue and 
pay a fraternal call at the headquarters of the Na- 
tional Shoe Retail Association in the Empire State 
Building, just a neighborly distance away. 


2,500 charming, modern rooms offer a wide choice 
of taste and price. Each room has both a tub and H Oo t e ] 


shower bath... each a radio... each a bed that is 


Comfort personified . . . full-length mirror . . . Servi- 
dor .. . bed head lamp... reading lamp. . . circu- 
lating ice water. When you wake in the morning, 
you'll find under your door (if you come from a 


major city) a copy of your local newspaper—a trifle, 


but typical of New Yorker hospitality. 34th Street and Eighth Avenue - New York City 


. y Ralph Hitz, President 
You couldn’t be more conveniently nor happily 


located than at the New Yorker. Let us harbor you 2,500 ROOMS $500 AND UP 


when you come to the city. 


Other National Hotel Management Co., Inc., Hotels Under Direction of Ralph Hitz: Book- 
Cadillac, Detroit; Netherland Plaza, Cincinnati; Van Cleve, Dayton; Ritz-Carlton, Atlantic City 


When writing advertisers please mention Boot and Shoe Recorder 
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tive = and excel- 
tent display material help 
you to sell them in profit- 





volume. Complete 





1934 selection of fabrics, 








les and prices. 





The Williams Mfg. Co., B 
hio. 






Portsmouth, Ohi 
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Shoe Racks 
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ADJUSTABLE SHOE RACKS 
Patents Pending 
For Store or Home 











Bee, meres : AS ae te : 
‘Fitth Aveuve.at,@0h Street © Kast Orange. ° White Plaine 
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To Retail at 50¢ 
Style 210 Sty 
Adjustable shoe Rack Adjustable Shoe Rack. 
can be attached’ to Jade Green. All metal. 
closet door or placed on Strong. construction. 
floor. Jade Green. All Holds 8 to 12 pairs 
metal. Strong construc- and is excellent for 
tion. Holds 3 to 6 shoe store display or 
pairs of shoes. for home. 
An Extra Profit Opportunity—Write for Prices 
THE CHAS, FISCHER SPRING CO. 
240 KENT AVE. BROOKLYN, N. Y. 








To Retail at $1.00 
le +40 























Expanding Up North 


LITTLETON, N. H.—The Holly Shoe 
Co., operating the northernmost factory 
in New England, are installing new 
machinery to increase production to 
more than 3000 pairs a day of shoes for 
growing girls, misses and children. 

The Saranac Glove Co. is busy on 
gloves and leather goods for Winter 
sports. 



















To Open Branch Factory 


NASHVILLE, TENN. — Announcement 
has been made that the William Brooks 
Shoe Company of Nelsonville, Ohio, 
will open a branch factory in Knox- 
ville, Tenn., January 1, 1935, with a 
capacity of 1,800 pairs of shoes daily, 
and employing approximately 350 per- 
sons. 
















New York, N. Y.—Here's a_ real 

"Display Ad.’ To tell the individual 

Shoe Story there is no more effective 

presentation than the use of the large 

shoe showing all details and a phrase 

or two to the important facts con- 
cerning it. 


Whats __. 
Selling 


Men Show Color Interest 


CLEVELAND, OH10—Men are showing 
less resistance to colors this year ac- 
cording to O. A. Kohl, manager of the 
shoe department at the B. R. Baker 
Co. store. “When we show brown now, 
our patrons view it with an open mind. 
There is less price resistance too and, 
as a result, we are putting in $12 and 
$14 shoes in addition to our regular 
$8.75 and $10 line. Several new num- 
bers will be added. 

Mr. Kohl believes that white in com- 
binations promotes sales. “Better to 
promote combinations of white,’ he 
says. “The buyer of a black and white 
pair is a logical prospect for a pair of 
brown and white but all-white goes 
with everything.” 
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Suedes for Men 


HOoLLYwoop, CAuLIF.—Anticipating an 
early Fall or late Summer demand for 
suedes in gray and brown, the Nettle- 
ton Department of Roos Brothers store 
is already preparing for such demand 
and is selling a fair number of such 
shoes now. English wirtg tips in black 
and brown calf, Norwegian grain, are 
expected to lead later on, the manager 
states. 





Boots for Indoors 


LYNN, Mass.—More orders come for 
indoor boots. That’s singular. Boots 
are ordinarily rated as outdoor foot- 
wear. The volume is small. But the 
business is interesting. 

It’s house work boots that some or- 
der. Regular comfort boots, welts or 
turns, fill the bill. Fat ankle and health 
boots also are regular. 

Ankle forming boots are a new term 
for ankle reducing boots. The idea is 
that the tight lace boot tops form the 
ankles as well as thin them. 

It must be that more women are 
wearing boots indoors, to support, or 
shape, the ankles, or for other reasons, 
and then put on low cuts when they 
go out of doors. At least, that’s the 
way the makers reason it out. 


Opens Shoe Market 


DANBURY, CONN.—William Kahn has 
opened ‘the Danbury Shoe Market in 
the Capitol Theater Building at 8 Elm 
Street here. Low-priced lines will be 
featured. 





Six Pairs of Boots 


LYNN, Mass.—Every now and then 
an order for six pairs of boots comes 
tc a Lynn factory. One recently ar- 
rived. This order, typical of former 
orders, calls for one pair of white boots, 
one pair of black and one pair of brown 
(all previous orders have called for 
the same assortment) also one pair of 
blue boots and two pairs of colors to 
match samples of dresses. 

These boots are all made over the 
customer’s last, and in stylish patterns. 
The makers do not know the name of 
the woman who wears them, the orders 
coming from a retail store. But they 
surmise that she travels much, at home 
and abroad. 


Dark Shades in Tan Sell 
Well at Desmond's 


Los ANGELES, CALIF. — The darker 
shades in tan seem to be most in de- 
mand among the young men custom- 
ers of Desmond’s, branch store for men 
in the Wilshire district of Los Angeles, 
according to M. B. McIntyre, manager 
of the department. 

The leader for early Fall 





is a 


Norwegian calf, full wing tip, medium 
toe. More dark tans and browns are 
selling than in any year for several 
years. 

This fine store is located at 5500 
Wilshire Boulevard. 
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Bookkeeping made so simple that a hixzh- 
school boy would have difficulty in making 
errors of entry. if he follows the guide 
written in everyv-dav language. 
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The Most Complete Record 


of Finances in the Most Convenient Form 


CONSISTING OF: giving you at a glance your net profits over any period 
to date, and any detailed information you may require. 



















































































































































































Complete Bookkeeping 
Guide— 


Daily Records— a _ 
+ nhac The least entries—the least work 


Comparative Statement of the least chance of confusion or error. 
Daily Record of Salesmen— Sales DAILY— Receipts 
Comparative Trial Balance— Sales Compar- WEEKLY— Disbursements NEW GOVERN. 


= : MENT RULING 
Cloth board loose leaf binder. Pr ies ( MONTHLY ) ae ow i Over- DEMAND mene 


ACCURATE AC- 
$1Q-50 Complete Returns FIGURES 


Net Earnings COUNTING 
Postage Prepaid USED IN CONJUNCTION WITH OUR STOCK AND DAILY SALES REC. —  e 
ORD, IT GIVES THE BUSY STORE ACCURATE RECORDS OF EVERY P 
(Oheck with order, please) DETAIL. 
Unless C.0.D. shipment 
is preferred ONE SET COVERS TWO YEARS’ REQUIREMENTS OF AVERAGE STORE. 














: 
- : => Merchants Service Dept. 

M A i L T Hi I S T 0 D AY | Boot and Shoe Reeorder 

209 South State Street 

| Chicage, Ill. 





—Please send me the FINANCIAL RECORD, 
for which find check enclosed for $10.50. 


BOOT ann SHOE RECORDER 


MERCHANTS SERVICE DEPARTMENT 
209 South State Street—Chicago, IIl. b Git scecensesse. : 
| City steeeeeeseees State oonwne's seetee: 


| —Please send me sample sheets for inspection. 








When writing advertisers please mention Boot and Shoe Recorder 
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CLAWIFIED anno WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


. . . 

















SALESMEN WANTED 


POSITION WANTED 


LINE WANTED 





SHOE salesmen, to handle a line of new spe- 
cialty suede shoe brush as side line, excellent 
and fast selling fall item, carry samples in 
your pocket; commission basis; state references 
and territory in first letter. Address D-839, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





ANTED—An intelligent, industrious sales- 

man WHO CAN SELL WOMEN’S GOOD 
SHOES. Somewhere around Philadelphia 
there is a salesman who wants a permanent 
connection, who realizes he cannot get’ money 
unless he produces, who is acquainted with re- 
tailers in Philadelphia, Baltimore, Washington 
and Coast States. We have something to offer 
such a man. A top notch line of Women’s 
Goodyear Welt shoes, retail at $8.50 up; a 
line of stylish Littleways to retail at $6.50, 
all stocked. Give experience, present position, 
all information, which will be treated confi- 
dentially. Address D-844, care Boot & Shoe 
oe 239 West 39th Street, New York, 





HORT sidelines fast-selling popular-priced 

footwear. Liberal commissions. State terri- 
tory and lines now working regularly. Confi- 
dential. Box 534, Charleston, W. Va. 





Successful Shoe 
Publicity Man Available 


Experienced shoe advertising 
man with highly successful 
background is interested in 
making a connection with 
some aggressive organization 
where past training with in- 
itiative will help to build a 
bigger, more profitable busi- 
ness. Has produced all types 
of National and local advertis- 
ing. Can handle any size job. 
Highest grade references. 
Address D846 Care 


BOOT & SHOE RECORDER 
239 W. 39th Street, New York, N. Y. 








ALES AGENT, now operating regular and 

sideline salesmen, will assist one additional 
manufacturer popular-price grades, in restricted 
territory or with complete salesmanagement. 
COMMISSION BASIS. _ Experienced, repu- 
table, responsible, capable sales executive. Ad- 
dress D-848, care Boot & Shoe um, 239 
W. 39th Street, New York, N. Y. 








FOR RENT 








FACTORY SPACE TO RENT 


Light floor space, about six thousand feet. 
Sprinkler system, low rate insurance on 
stock, Steam heated fall and winter months. 
Rent reasonable. Labor conditions ideal, 
American help. No agitators. Fine manu- 
facturing association for reasonable protec- 
tion to manufacturers. 


Collis Mfg. Co. 


Taunton, Mass. 

















MERCHANTS’ NEEDS 











FoR SALESMEN: An unusual opportunity is 
offered salesmen to carry on the side a line 
of 36 samples of Women’s featured shoes, light 
weight construction, made by old established 
concern making high grade shoes; all carried 
in stock; particularly anxious for Southwestern 
connection. Line may be retailed at $6.50. 
Address D-850, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





ALESMAN WANTED—Middle West Manu- 

facturer of Children’s and Growing Girls’ 
Shoes is interested in hearing from High Grade 
Salesmen with following who are in a position 
to finance themselves. State territory now 
covering, annual sales and references, age and 
nationality in first letter. Address D-851, care 
Boot & 3 Recorder, 239 West 39th Street, 
New York, 





XPERIENCED salesmen to sell women’s 

Goodyear welt! orthopedic shoes to chain 
stores and volume buyers in Ohio, Illinois and 
Michigan. Abington Shoe Co., 93 Albany 
Street, Boston, Mass. 








SHOE DESIGNS WANTED 





SHOE DESIGNS: English House would like 
to get in touch with designer able to supply 
designs of up to date shoes. Address D-849, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 








LINE WANTED 





R ESIDENT salesman, Washington, D. C., in- 
terested in line of shoes. Profitable territory. 
unusual demand for in-stock, job-lot canceled 
and return shoes. Address D-847, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


‘SPATS 


SAMPLES AND PRICES SENT 
ON REQUEST 


7) 
C. R. Whitredge Overgaiter Co. 
7 WILLOW ST., LYNN, MASS. 





Adds Men's Shoes 


OMAHA, NEBR.—A complete line of 
men’s shoes was installed recently at 
Alperson’s, Inc. Johnson and Murphy’s 
shoes, priced at $10.00, $12.50 and 
$15.00, will be carried as well as Walk- 
overs at $8.00. Charles A. Lowe has 
been appointed buyer and manager of 
the department. 





Minimum charge 7 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 


5 cents. For all other classified advertisements the rate is 
$1.25. When a box number is desired twelve words should be added for the address. In all other cases each 


word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
& Advertisements for this page must be in our New York office on Friday of the week preceding publication. “4 


7 cents per word. Minimum charge 
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Chain Store Efficiency 
records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, III. 


September 


15, 1934 


savers! 


Coast to Coast. 


Shoe Salesmen!! 


EARN EXTRA INCOME 
SELLING— 


The stores you call on 
should stock Peds — 
Handy little stocking 
Nationally ad- 
vertised and sold eon 


Made under U. S. Pat. No. 1912539 
Other patents pending. 
Trade-mark Registered 


Som 
exclusive territories still open. 


Write experience, territory covered, accounts you call on, 
lines carried, references, and enclose snapshot. 


RICHARD PAUL, 
MANUFACTURER 


Inc. 860 S. Los Angeles St. 


. Los Angeles, Calif. 























HOTELS 


HOTELS 


BUSINESS OPPORTUNITY 








In New York. a hotel 
-..moderate in price 
and convenient 





FIREPLACE aspen Gauiense 
@ Moderate in price...an ideal place to 
stay in New York. Single from $1.50. 
Double from $2.50. Weekly rates. 
@ Convenient...in the center of the 
shopping district, one block from Fifth 
Avenue and Penn. Station. 
@ Good food...you’ll enjoy our meals 
prepared by women cooks...only fresh 
vegetables used...home baked pastry. 
@ We will gladly send you on request 
an illustrated descriptive booklet with 
a beautiful map of New York City. 


” Manager 


Herald Square 


116 WEST 34th STREET - (Opposite Macy’s) 
NEW YORK 








Adds New Line 


SaLTt LAKBE City, UtaH—The Z. C. 
M. I. Downstairs Department Store 
have added the Enna Jettick line of 
shoes. Merchandise in this depart- 
ment (separated from the high-priced 
merchandise carried in the regular 
shoe department, second floor) is 
largely arranged on table displays and 
upright racks which hold a large num- 
ber of shoes. 


v St. Louts its 
ite | 


81H & ST. CHARLES 


91H & WASHINGTON 
4 50 andup 








U CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction: readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 











WANTED TO PURCHASE 








POSTER @ DEUTSCH 
436 Grand St., New York City 


Phone Dry Dock 4-0352 
—BUY FOR CASH— 
entire or surplus stocks of 


SHOES—DEPT. STORES 


Leases assumed Transactions confidential 








Buyers of Surplus Stocks 
We will buy surplus er entire __ of ohees 
frem menufacturers, jobbers er retailers 
QUANTITY NO OBJECT 


KIRSCH - BLACHER CO., Inc. 
106 Duane St. New York 
Phone Werth 2-5377 and 5378 








WE BUY 
Entire «, Surplus Whelessie and Retail 
Stocks. so Branded oes such as 
agg Ma my _ a. sertiek. Vital- 
Preserver, Queen Quality, Bos- 


IRVIN RUBIN 
“The House of man 


88 Reade St. Cor. oe 
Phone Barclay 7-7887 Re York City 




















Peer's Opens in Dallas 


DALLAS, TEXAS—E. P. Wells, long 
prominent in shoe merchandising in 
this city, will be manager of the new 
Peer’s shoe store. The new store will 
follow closely the policies of Peer 
stores in other cities. “New styles 
every day,” is one of the promises to 
Dallas customers. F. P. Ricca, na- 
tional officer of the chain, was in Dal- 
las for the opening. 





Reports Fair Trade 


Des Mornes, Iowa—“Room for im- 
provement,” is the way W. P. Wil- 
liamson, manager of the Crandall Boot 
Shop, expressed his opinion of the cur- 
rent Fall sales trend, recently. 

“Just a fair season to date; our Fall 
opening starts Sept. 9, as against Sept. 
3, a year ago, due to the extension of 
the warmer weather through the close 
of August,” Mr. Williamson explained. 
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Next Week 


HOE merchants sell shoes, but customers 

buy them. The first rule for a success- 
ful merchant is "Know your customer.’ But 
every store has many customers, and so it's 
important to classify them into groups in 
order to analyze them according to desires 
and preferences, and the kinds of merchan- 
dise they will wish to buy. Then you have 
the key to the problem of what kinds cf 
shoes you need to buy to profit. 

Next week Louis G. Feman, who has 
taught shoe merchandising under the direc- 
tion of the New York City Board of Educa- 
tion, ¢entributes to the RECORDER the 
first of a series of articles on this all- 
important subject of Customer Analysis. 
You will find these articles practical and 
helpful, for Mr. Feman is a practical shoe 
man who knows his answers. 

Next week also we present another story 
on Fall shoe promotion by R. E. Andruss, 
also a feature by Ruth Harrington on the 
Fall style picture. And many more, timely, 
interesting articles that will help you sell 
more shoes this season. 
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Anew Springtime—colorful 
and courageous, captures the 
imagination of the shoe and 
leather industry. In anticipation 
of it, fashion forecasters meet 
September 24-25 to inspect the 
Spring opening of American 
leathers. 
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A LUXOR Wa 


#88 Bourbon : +60 London Brown 
The two popular colors preferred by 
men, both in fine and medium grades. 
The quality and tone of this tannage 
make it “The World’s Finest Colored 
Calf.” 


KAFFORITE vA 


Selected skins, specially tanned for 
Women’s Dainty Footwear. Has a fine 
grain, is extremely mellow, is shape- 
holding and its lustrous sheen adds to 
the style and sales appeal. Made in the 
following lovely colors: 

K-542 Cameo : K-567 Praline Brown 
K-570 Deertaupe : K-569 Clipper Blue 
K-526 Indies Brown : K-549 Marrona 
K-546 Marine Blue : K-557 Fawn Brown 
K-550 Bourbon ; K-436 White 


WASHETTEWM 


The Original and Finest Washable Calf 
for Professional, Occupational and 
Dressy Footwear. 

Colors: Complete range of spring 
shades, besides a sparkling white. 


\TOLco aM 


The ideal leather for Sport Footwear 
due to its mellow texture, fine grain 
with tight break and depth of color 
tone. 

Colors: Complete range of spring 
shades, also a lustrous white. 


AT THE OFFICIAL OPENING OF AMERICAN d 
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FANCY GRAINS Wf 


The style program in these popular 
leathers includes several new designs for 
Spring. The saleability and popular- 
ity of shoes ‘either for the mass or the 
class is made even more so when made 
of Ohio’s Fancy Grain Calf! 


Made in matching or corresponding 
shades to the authentic list of Spring 
Colors. 


DRESSY SPORT Wwe 


Boarded leathers that give an added 
sales value to sport footwear for men, 
women and children. 


For the popular numbers in men’s foot- 
wear the following colors are authentic: 
#487 Duna : #486 Heather Grey 
#476 Hempecord : +410 Sanwood 
A complete range of other shades also 


White. 


**“A COMPLETE SERVICE IN FINE CALF LEATHERS’”’ 


means that Ohio serves the current and immediate needs of shoe manufac- 
turers promptly. Every piece of leather is crafted to meet every test and 
every requirement of fine texture, finish and colors in fine Quality Footwear. 


Booth 39, Hotel Astor, New York 


LEATHERS ] September 24th and 25th 


OMPANY s GIRARD OHIO. 
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From verdant South 

where the climatic conditions 

the year round are ideal for 

the raising of well-mouri: 

animals, come kidskins 

which are sagdittone iar 
and me 


—— 
shins, KING ‘pe 
the acknowledged 
leader, is 


104 


BOOTH 18 


TANNERS’ COUNCIL 
LEATHER EXHIBIT 
Hotel Astor 
SEPTEMBER 
24th-25th 








of Its Elegant Simplicity 


Satin King Kid possesses an elegance that is unobtrusive .. . 
making it the perfect complement for the costume of the varied occasion. 
This beautiful Kid is chosen most frequently by the woman of unerring 
quality instincts because of its finger-caressing texture that forbids the 
acquirement of dust, because it is ideal for both morning and afternoon 
wear, because it has the subdued lustre found only in the true Satin 
Kid—jin a word, because Satin King Kid made up into shoes provides 
the most comprehensive answer to practical style, utility and comfort. 


WILLIAM AME R COMPANY 


PHILADELPHIA © ESTABLISHED 1832 


KRUSH KROME KID... 
a leather with a new and 
definitely better finish. Up to 
the minute, practical, long- 
wearing. Is made strong, 
tight, with minimum stretch. 
Made from the incompar- 
able meaty, mellow-natured 





skins of South America, it 





is shrunken in a special 
chrome tanning process 
which elevates the grain. 
Very swagger . . . very 
smart! 

In all the officially approved 
colors for Spring. 
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Shoe by WOLFF-TOBER 
SHOE MFG. CO.., St. Louis, 
Mo. FASHION FLEX proc- 
~ No. 21 last with a 20/8 
Spar anish oon, Amer’s Black 

tin King Kid trimmed in 
genuine grey Calcutta, dark 
grey stitching. 


Satin King Kid 


.. + Increasingly Popular Because 

















thus 
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We Invite You to Visit the TROSTEL EXHIBIT ... Booth 36... Hotel Astor ... Sep. 24-25 





I LIKE 


Lururioas Le thre 


Leather is one of my most impor- 
tant purchases, whether it is found 
in the shoes [ wear or the handbag 
I carry. My bags and my shoes are 
important twins in my apparel en- 
semble. Obviously, I seek smart, 
authentic style, neat workmanship, 
and of course, genuine value. But, 
above all, I seek luxurious leather. 
I love the feel of fine leather — it 
holds an intriguing “lure” with me 
and with all women. So when I am 
shown bags or shoes fashioned in 
“Leathers By Trostel” I know Iam 
getting the best of the better leath- 
ers to be had, today. Especially the 
new Trostel colors, finish and grains 
which mark the finest achievement 
in 80 years of tanning experience. 


MILWAUKEE 


SINCE 1854 
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ROBERT H. 


| 
SPECIAL 





roe ae Each colour comes in both VICI kid 


THE COLOUR CATALOGUE 





S07 . . STANDARD BLUE 
509 NEW LIGHTER BLUE 


400. . BLACK GLAZED 
404 BLACK SATIN FINISH 
225... MEN'S BROWN 





THE KID WITH THE PERMANENT POLISH 


a. wale SPECIAL 





and the new leather, VICI SPECIAL 


FOERDERER, INC., PHILADELPHIA 
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The steadily increasing demand for both women’s and men’s weights of 


CARR’S WHITE SUEDE CALF 


is evidence that manufacturers and their customers find it eminently 
satisfactory. 


Like all Carr Suede it is the product of over 35 years of specialized experi- 
ence in producing Suede Leathers that meet the exacting demands of the 
shoe industry for 


QUALITY AT THE RIGHT PRICE 


You are cordially invited to inspect this popular white and the authentic 
Spring colors in Carr Suede at the 


OFFICIAL OPENING, BOOTH 12 


CARR 


LEATHER COMPANY 
PEABODY, MASS. 


t D. Smith & Co. 
328 arch ry Phage, "Pa. 


Benton Wilkins 

1602 = St., St. Louis, Mo. 
ms & Atkinson, 

744 N. ath St., Milwaukee, Wis. 


escoe G. Caverl 
79 saath yh Beton, * Mass. 
Roy Fisher, 
Cincinnati, Ohio 45 aemens St., Rechester, N. Y. 


r & Co. J. Tra 
93 Gold” ‘st, “eS "York City 46 Duttenhofer” Bids. 
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A NEW SPRINGTIME 


Margaret Hayden Rorke, managing director of 
the Textile Color Card Association, spent the 
larger part of the Summer abroad studying the 


background of fashion and color so as to be 


able to counsel the joint committee of tanners, 


shoe manufacturers and retailers in the follow- 


ing selections of Spring shoe and leather colors. 





Wuat colors will lead in the race next Spring? 
Experts from all parts of the country and in all 
divisions of the trade gathered to make a consensus 
of the favorites. The colors to be picked—‘straight, 
place and show”—are nine new and five repeat shades 
for women’s shoes and three new and five repeat 
shades for men’s shoes. 

A month ago the first committee meet on colors 
was held at the Textile Color Card Association head- 
quarters. A study was made of the possibilities of 
each and the committee debated an entire day as to 
the possible place of each color in the scheme of style 
next Spring. Then followed first tannage for color 
samples—these skins will be on display in the ballroom 
of the Hotel Astor, Sept. 24-25, 1934. 

The new shades comprise: 


PRALINE BROWN—light rich brown, represent- 
ing a significant new development in the high fash- 
ion group. 

CAMEO — smart light tone suggesting the 
creamy shell in a cameo. High style for active and 
spectator sports types, alone or in combination 
with brown, black, blue, etc. 

BELMONT BEIGE—medium creamy beige. A 
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staple color, used principally in combination with 
brown. 

DEERTAUPE—light taupe of beige cast. A sta- 
ple shade, used chiefly for combination purposes. 


Two brilliant new shades, suggesting the patriotic 
or national theme in fashion, are expected to have 
high promotional value. They will be used for sports 
and general wear in allover shoes, or in combination 
with each other or white: 


DRAPEAU RED—bright “flag” red. 

CLIPPER BLUE—vivid medium blue. 

In addition to the above, three pastél tones repre- 
sent a new high style development in the sports 
category: 

CHAMOIS YELLOW — well described by its 
name. Especially smart in sueded leathers. Alone 
or in combination with brown, navy or black. 

BLEUTE—pale bluish tint, used alone or in com- 
bination, especially with navy. 

TROPEZ PINK—light mauvish pink, used alone 
or in combination with a darker color. 


White, because of its success of the past season, is 
expected to again repeat its popularity. 
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Five colors from previous seasons are again recom- 
mended, as they continue to sell successfully: IJndies 
Brown, Marrona, Marine Blue, Bourbon and Fawn 
Brown. 

In review of these colors Indies Brown is repeated 
as the dark neutral brown for mass volume, as it 
harmonized with a wide range of brown costumes and 
contrasts as well with greens and rusts. 

Marrona is a highly significant version of chestnut 
brown—hence the coinage of the name from the French 
word, marron, meaning chestnut. It harmonized per- 
fectly with new browns of similar tendency in cos- 


FOR AMERICAN LEATHERS-— 


TANNERS COUNCIL COMMITTEES 


EXHIBIT COMMITTEE 


J. J. LYONS, Surpass Leather Co., Chairman; R. J. Mellin, 
A. C. Lawrence Leather Co.; George H. Mealley, The Ohio 
Leather Co., J. J. McCauley, Allied Kid Company; Frank H. 
Miller, G. Levor & Co., Inc.; Louis J. Robertson, Bayer-Robertson 
Leather Corp. 


WOMEN'S COLORS COMMITTEE 


G. H. Mealley, Ohio Leather Co., Chairman; W. H. Barrett 
Barrett & Co.; R. E. Binger, New Castle Division, Allied Kid Co.; 
F. J. Blatz, Amalgamated Leather Companies; H. M. Came, 
American Hide & Leather Co.; |. Dimond, Dimond Kid Company, 
Boston, Mass.; W. F. Hickey, John R. Evans & Co.; R. J. Mellin, 
A. C. Lawrence Leather Co.; J. J. Lyons, Surpass Leather Co.; 
F. H. Miller, G. Levor & Co.; Hilda Rau, Robert H. Foerderer, 
Inc.; B. W. Rankin, Hunt Rankin Leather Co.; L. J. Robertson 





tumes and keys with other colors as well, including 
greens. This shade is lighter than Indies Brown. 

Marine Blue is the preferred shade of navy for early 
requirements. Bourbon and Fawn Brown are repeated 
as staple shades for general wear and will be used 
especially in combinations. 


MEN'S SHOE COLORS 


Men demand new colors for Spring and so three 
new and five repeated colors have been chosen. The 
new shades are: 


TURF BROWN—a warm lively tone of tobacco 
cast. Selected because of the growing importance 
of this type of color in sueded leathers for town, 
country and collegiate wear. 


HEATHER GREY—new interpretation of medi- 
um grey for sports shoes, keying especially well 
with grey shades in sports togs. To be used for 
allover shoes, or in combination. 


DUNA—medium taupe of beige cast, for sports 
types. Particularly suitable as a combination color. 


The repeated colors comprise Mexitan, Bourbon, 
London Brown, Hempcord and Sanwood. 
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Bayer-Robertson Leather Corp.; E. A. Seidel, Albert Troste & 


Sons; Benj. Simonds, Allied Kid Co.; Samuel Shapiro, New 
York City. 

MEN'S COLORS COMMITTEE 
CALF 


James T. Gormley, B. D. Eisendrath Tanning Co.; Milton Hub- 
schmann, E. Hubschmann & Sons; George H. Mealley, The Ohio 
Leather Co.; F. E. Rueping, Fred Rueping Leather Co.; E. A. 
Seidel, Albert Trostel & Sons Co., Ruth Kerr, Calf Tanners’ As- 
sociation; F. E. Jarbeau, A. C. Lawrence Leather Co.; H. M. 
Came, American Hide & Leather Co. 


KID 
Carl Barnet, J. S. Barnet & Sons, Inc.; F. J. Blatz, Amalgamated 
Leathe: Cos.; J. J. Lyons, Surpass Leather Co.; Leroy Simon, 
Allied Kid Co.; Hilda Rau, Robert H. Foerderer, Inc.; R. £. 
Binger, New Castle Leather Co.; John R. Evans & Co., Boston, 
Mass. 
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PROMENADE APEX CALF 


A line of colors, both boarded and smooth 
finish, closely allied to the textile color card. 


Shoe retailers and* manufacturers who dis- 
criminate specify PROMENADE for its deep 
rich color and lustre. 
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x WE LEATHER Soy, 





the fine character and quality appear- 
ance of Alaric Calf is readily recognized by stylists as a 
Sport Leather of Distinction for men’s and women’s 
shoes. This eye-appeal ts equally important when 
the shoe ts displayed Tae UaCemnwalare (ohn Calan Mr-lare ms COM are 
discriminating eye of your customer who notes its 
ranted onameevanliolat-10) (san Zerl a 

ON DISPLAY 

Booth 28, Hotel Astor, New York, Sept. 24-25 







































Foot Friend 
Stock No.7772 Black Alaric Calf. 14/8 
covered Cuban Heel. Last No. 167 


Price $4.50. The Julian & Kokenge Co, 
Columbus, Ohio. 































































FAG |F LEATHER COMPANY 


Chicago—912-922 W. Washington Blvd. San Francisco—569 Howard St. 
St. Louis—1602 Locust St. Philadelphia—325 Arch St. New York—2 Park Ave. Boston—ii2 Beach St. 
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Amalg 


ASKIN COLORS FOR 











The White Group 


White Glazed Kid . No. 81 






The “Brown Group 


White Grained Leathers 






White Charmooz Kid . No. 176 


Indies . 











No. 123 


Marrona . 
Neutral . No. 


Caramel . No. 54 
(Light brown) 






d 


The ‘Blue Group 


75 

















Marine . . . No. 159 






Admiralty . No. 259 


Inspect Amalgamated Eagle . . . . No.359 
Gold and Silver Kid, and , 
the new Spring Colors at Sapphire . . No. 311 


BOOTH No. 45—HOTEL ASTOR 
September 24-25 


SUPREME IN 


color 


SUPREME IN 


hite) . 


A full line of Reptiles 

















AMALGAMATED | 
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amated 


SPRING =< SUMMER - 1935 





















Grained— 


in staples and Flag colors 






Crushed Kid 
Morocco 


Lava Grain 


Gold and Silver 
‘Paisley 


(Can be dyed any color) 


Gold and Silver Kid 


(An American product, 
created by Amalgamated) 












‘Pastel Group 


Cream 





Charmooz 








Glazed Kid Chamois 
Amalco Pink 
Light Blue 


(Harmonizing shades in each 
type of leather) 




















LEATHER COMPANIES, INC. 
“Wilmington, Del. 84 Gold St., New York 
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CAST THEIR SHADOWS BEFORE 


All indications—all opinions—all angles—point to a big buck season starting 


99 


in southern resorts and rolling northward with the sun. The preference in 
popular-price shoes goes to Northwestern’s Shami-Buck because of its true buck 
color—just off white—its reliable working and wearing qualities—and its eco- 
nomical cutting figures. Specify Shami-Buck and get the all-around right white 


leather for sports, semi-sports, and street shoes. 


NORTHWESTERN LEATHER CO. TRUST 
BOSTON - - MASS. 
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A FINE YACHT UNDER SA 


SURPASS GLAZED KID 


* 

Tanners of Glazed Kid in a 
complete assortment of sizes and 
weights . . . featuring Black, 
Blue and Brown for Outside 
Colors; Linings in Pastels and 
other popular shades. Tanners 
of Black Glazed Kangaroo. Execu- 
tive Offices, 9th and Westmore- 
land Sts., Phila.; Branches, New 
York, London (England), Boston, 
Milwaukee, Cincinnati, St. Louis. 
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There are few things that offer as perfect a com- 
bination of authentic superiority with unassuming 
grace, of definitely planned achievement and purpose 
combined with a light, gay beauty, as a fine yacht 
under sail. 

Surpass Glazed Kid combines these qualities in a 
way that is truly comparable. The shoe manufacturer 
appreciates its dependability, and the value of its 
uniform and consistent grading. The Retailer profits 
from its definite inspiration as a sales aid. The cus- 
tomer thrills to its fine, silky grain, its comfort, and 
the perfect way it holds the contour of the shoe. 


SURPASS LEATHER CO- 
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COLONIAL 


PATENT 


LETIEL CLE MEM tai lite 


colors including two shades 
of Wobo 


for trimming 


COLONIAL TANNING COMPANY 


an ON ee en © | 
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EVANS 121 blue &, 


EVANS 101 brown 
EVANS ruby leisek | 


EVANS ay adte 


CRUSHED KID and GRAINED GOAT 


Chrome Tanned. Fine, Medium and Sport 


Grains in all newest shades. . . . . 
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standard of uniformity in color. 


John R. Evans & Ca Camden, New Jersey 


a 


(« ) 
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Study and Compare The New 
SPRING LEATHERS and COLORS 


A free service to help readers 
of the RECORDER plan their 
buying and style promotion 


shoe merchants, offered by BOOT AND 

SHOE RECORDER in co-operation with 
tanners participating in the Spring opening. 
It enables the merchant to make a more in- 
timate study of leathers and colors. Read 
carefully the advertisements of the tanners in 
the RECORDER and select the leathers and 
colors in which you are interested. Note the 
numbers opposite names of tanners on this and 
following page. 


| fs is a helpful leather service for 


Check the numbers on the coupon on the 
opposite page and return it to BOOT AND SHOE 
RECORDER at once. Swatches and information 
regarding the new Fall colors will be sent 
to you. Buy your Fall shoes with more color 
certainty and better knowledge of leathers. 














This service is yours for the asking. 




















1.—ADAMS BUCKSKIN CO., INC. 
Johnstown, N. Y. 


2.—AGOOS LEATHER COMPANIES, INC. 


Boston, Mass. 


3.—ALLIED KID COMPANY 
New York 
McNeely & Quaker City Divisions 
Standard Kid Division 
New Castle Division 


4.—AMALGAMATED LEATHER COMPANIES, 
INC 


Wilmington, Del. 


5.—-WILLIAM AMER COMPANY 
Philadelphia, Pa. 


6.—AMERICAN HIDE AND LEATHER CO. 


Boston, Mass. 


7.—ARMOUR LEATHER CO. 


Boston, Mass. 


8.—PETER BARAN & SONS, INC. 


Harrison, N. J. 


ae 
a 
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9.—J. S. BARNET & SONS, INC. 


Boston, Mass. 


10.—BARRETT & COMPANY 
Newark, N. J. 


11.—BAYER-ROBERTSON LEATHER CORP. 
New York -~ 


12.—_LUCIUS BEEBE & SONS 


Boston, Mass. 


13.—BEGGE & COBB 


Boston, Mass. 


14.—BENZ KID COMPANY 
Lynn, Mass. 


15.—N. BREZNER & CO. 


Boston, Mass. 


16.—BURK BROTHERS 
Philadelphia, Pa. 


17.—CARR LEATHER COMPANY 
Peabody, Mass. 
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18.—COLONIAL TANNING CO. 


Boston, Mass. 


19.—DIAMOND KID COMPANY 


Boston, Mass. 


20.—F. C. DONOVAN, INC. 


Boston, Mass. 


21.—D UNGAN, HOOD & COMPANY 
Philadelphia, Pa. 


22.—EAGLE-OTTAWA LEATHER CO. 
Whitehall, Mich. 


23.—ESSEX TANNING CO. 


Boston, Mass. 


5 24.—JOHN R. EVANS & COMPANY 
Camden, N. J. 


25.—ROBERT H. FOERDERER, INC. 
Frankford, Philadelphia, Pa. 


26.—A. F. GALLUN & SONS CORP. 


Milwaukee, Wis. 


27.—GONIPROW KID COMPANY, INC. 
Lynn, Mass. 


28.—GRIESS PFLEGER TANNING CO. 


Boston, Mass. 


29.—L. H. HAMEL LEATHER CO. 
Haverhill, Mass. 


30.—HAMILTON KAUSEL LEATHER CO. 


Boston, Mass. 


31.—E. HUBSCHMANN & SONS, INC. 
Willow St., Philadelphia, Pa. 


32.—HUNT RANKIN LEATHER CO. 


Boston, Mass. 


33.—I. M. KAPLAN, INC. 


Boston, Mass. 


34.—C. D. KEPNER LEATHER CO. 


Boston, Mass. 





i 











New York 








35.—THE KOSSBECK LEATHER COMPANY 


36.—A. C. LAWRENCE LEATHER CO. 
Peabody, Mass. 


37.—G. LEVOR & COMPANY, INC. 
New York 


38.—MONARCH LEATHER CO. 
Philadelphia, Pa. 


39.—McNEELY & PRICE CO. 
Philadelphia, Pa. 


40.—MITCHELL & PEIRSON, INC. 
Philadelphia, Pa. 


41.—R. NEUMANN & COMPANY 
Hoboken, N. J. 


42.—-NORTHWESTERN LEATHER CO. TRUST 


Boston, Mass. 


43.—THE OHIO LEATHER COMPANY 
Girard, Ohio 


44.—_H ERMAN ROSER & SON, INC. 
New York 


45.—FRED RUEPING LEATHER CO. 
Fond du Lac, Wis. 


46.—SCHERER LEATHER CO. 
Milwaukee, Wis. 


47.—SETON LEATHER CO. 
Newark, N. J. 


48.—SAMUEL SHAPIRO 
New York 


49.—SURPASS LEATHER CO. 
Philadelphia, Pa. 


50.—THAYER FOSS COMPANY 


Boston, Mass. 


51.—ALBERT TROSTEL & SONS CO. 
Milwaukee, Wis. 


52.—RICHARD YOUNG COMPANY 
New York 


53.--NEWMARKET LEATHER CO., INC. 
: Newark, N. J. 
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information on the checked numbers. 


49 — 50 — 51 — 52 — 53. 








Leather Service Dept. 


I am interested in the Leathers and colors of the following lines. Please send me swatches and 


1— 2— 3— 4— 5— 6— 7— 8— I9—10—11—12— 13 — 4— 15 — 16 — 
17 — 18 — 19 — 20 — 21 — 22 — 23 — 24 — 25 — 26 — 27 — 28 — 29 — 30 — 31 — 32 — 
33 — 34 — 35 — 36 — 37 — 38 — 39 — 40 — 41 — 42 — 43 — 44 — 145 — 16 — 47 — 18 — 


ee ee eee ee 


Address .. ........ EE eee 


(Attach business card or lJetter-head) 


239 West 39th St. New York 












BOOT AND SHOE RECORDER, 


September 15, 1934 


121 








ia peu 


J 


Neel 9 NNiola 
rincess (a 


IN COLORS 


N fashion centers, where Style is measured by its 
Timeliness, PRINCESS CALF in Colors has won the 
instant — of keen retailers, stylists and creators 


of fine tootwear. Its nation-wide acceptance is the 
result of careful analysis of the fashion trend and the 
immediate portraying on prime quality skins of an 
accurate and comprehensive range of authentic colors. 
PRINCESS CALF is sleek, smooth, exceedingly supple 
and light in weight for the daintiest of feminine 
fashions. See PRINCESS CALF at the Astor Show 
or write for sample cuttings. 


AMERICAN HIDE & LEATHER CO. 


BOSTON 
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ACGISTERCO 


On display at 
Booths 20-21-22 
Official Opening of 
American Leathers 
for Spring, 1935 
Hotel Astor 
New York 
Sept. 24th and 25th 











COLORS FOR FALL AND WINTER 1934-35 
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On display at 
Booth 21 
Official Opening of 
American Leathers 
for Spring, 1935 
Hotel Astor 
New York 
Sept. 24th and 25th 


STANDAKD 8.70 


DIVISION 
ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 
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On display at 
Booth 22 
Official Opening of 
American Leathers 
for Spring, 1935 
Hotel Astor 
New York 
Sept. 24th and 25th 


Nagy 
a 


2a ny 


QUAKER CITY 
DIVISION 


ALLIED KID COMPANY 
PHILADELPHIA, PA. 


519 WEST HUNTINGDON ST. 


September 15, 1934 
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On display at 
Booth 20 
Official Opening of 
American Leathers 
for Spring, 1935 
Hotel Astor 
New York 
Sept. 24th and 25th 


Vow Crstl Disjsias 
Allled Kid Chee 








100 Gold Hreet, Mew ms Crty 
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On display at 
Booth 22 
Official Opening of 
American Leathers 
for Spring, 1935 
Hotel Astor 
New York 
Sept. 24th and 25th 


MCNEELY DIVISION 


ALLIED KID COMPANY 
Huntingdon and Fairhill Sts., Philadelphia, Pa. 
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WHAT THE TANNERS WILL SHOW 


Types and Colors of American Leathers for 
Spring To Be Featured at Hotel Astor, New York, 
September 24-25 


THE ADAMS BUCKSKIN CO., 


Buckskin— White 
For men’s, women’s and children’s 
shoes. 
Buckskin—Grey and Brown 
For men’s shoes. 


AGOOS LEATHER COS., INC. 


Colored Kid in new Spring shades 
Belmont Beige, No. 299 
Fawn Brown, No. 233 
Indies Brown, No. 355 
Marine Blue, No. 295 
White 
Kid linings in staple and pastel col- 
orings 
Doeskin Kid 
White 
Chamois, No. 76 
Blue, No. 57 
Red, No. 48 
Cream, No. 80 
Art Grain Calf Leathers in the new 
Grains for Spring 
Braeburn 
Crushed Lido 
Heather 
Malibu 
Mongol 
Barberry 
Monaco 


ALLIED KID COMPANY 
Standard Kid Division 


Vode Glazed Kid 
Chamois, No. 308 
Belmont Beige, No. 51 
Marine Blue, No. 137 
Paris Gray, No. 177 
Spring Taupe, No. 220 
Leaf Brown, No. 222 
Deertaupe, No. 233 
Clipper Blue, No. 236 
Marrona, No. 98 
White, No. 50 
Bleute, No. 325 
Tropez Pink, No. 324 
Seasand, No. 175 
Indian Brown, No. 32 
Drapeau Red, No. 45 

Vode Suede 
Mandarin Orange, No. 903 
Pearblue, No. 984 
Drapeau Red, No. 945 


| 








Spanish Jade, No. 962 
Billiard Green, No. 965 
Limoges Blue, No. 981 
Lemontint, No. 987 
Lilyheart, No. 983 
Lotusblu, No. 988 
Ciel Pink, No. 996 
Clipper Blue, No. 938 
Japanese Iris, No. 959 
Chamois, No. 910 
Tropez Pink, No. 985 
Bleute, No. 994 
Cream, No. 900 
White, No. 901 
Belmont Beige, No. 952 
Marine Blue, No. 936 
Seasand, No. 917 
Paris Gray, No. 977 
Flint Gray, No. 978 
Vode Grains 
Rinka 
White, No. 550 
Cream, No. 560 
Clipper Blue, No. 564 
Marine Blue, No. 565 
Chamois, No. 562 
Belmont Beige, No. 567 
Deertaupe, No. 568 
Marrona Brown, No. 569 
Black, No. 554 


Indies Brown, No. 552 


Mocra 
White, No. 570 
Cream, No. 580 
Clipper Blue, No. ! 
Marine Blue, No. 
Chamois, No. 582 
Belmont Beige, No. 577 
Deertaupe, No. 578 
Marrona Brown. No. 581 
Black, No. 574 


Indies Brown, No. 572 


Vode Linings 


Parchment, No. 54 
Lemontint, No. 101 
Fudge Brown, No. 102 
Beige Taupe, No. 103 
Praline Brown, No. 106 
Deertaupe, No. 108 
Bonbon Pink, No. 109 
Pearblu, No. 133 
Lilyheart, No. 113 
Water Lily, No. 151 
Paris Gray, No. 197 
Chamois, No. 155 
White 
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McNeely Division 

Glazed Kid 

Marrona, No. 25 

Indies, No. 74 

(dark) Indies, No. 99 

Marine Blue, No. 88 

(dark) Marine, No. 89 

Mexitan, No. 19 

London Brown, No. 28 


New Castle Division 

Glazed Kid 

White 

(New) Praline Brown, No. 3N 

Indies, No. 172 

Marine Blue, No. 1330 

Clipper Blue, No. 1340 

Chamois, No. 100 

Drapeau Red, No. 1225 

Belmont Beige, No. 965 

Deertaupe, No. 86 

Sea Sand, No. 800 


Quaker City Division 

Glazed Kid 

Marrona, No. 24 

Indies, No. 26 

Marine Blue, No. 39 

Mexitan, No. 10 

London Brown. No. 20 

Black Glazed 

Black Silkid 


AMALGAMATED LEATHER 
COMPANIES, INCORPORATED 


White Glazed Kid, No. 81 

White Crushed Kid 

White Morocco 

White Lava Kid 

White Charmooz Kid 

Indies Brown Kid, No. 176 

Marrona Brown Kid, No. 123 

Neutral Brown Kid, No. 75 

Caramel Brown Kid, No. 54 

Cream Colored Kid, No. 552 

Marine Blue Kid, No. 159 

Admiralty Blue Kid, No. 259 

Eagle Blue Kid, No. 359 

Sapphire Blue Kid, No. 311 

Morocco in red, blue and green 

Lava Kid in red, blue and green 

Flag red and blue kid 

Pastels in Charmooz Kid, including 
Chamois 

Pastels in Glazed Kid 
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WHITE BUCK 


TANNAGE PERFECTED 


IN THE THAYER-FOSS TANNERY 


LAST SEASON. SHOE MANUFACTURERS 


WHO HAVE USED BEAUBUCK REPORT 





BETTER SATISFIED CUSTOMERS 


AND INCREASED DEMAND FOR 


THEIR BUCK SHOES. 


* 


Retailers! 


SPECIFY 
BEAUBUCK 








if you want the best 


201 SOUTH ST., BOSTON 
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Pastels in Amalco and Amalacs 
Complete line of genuine Reptiles 
Lining stock in all colors 

Gold and Silver Paisley (dyeable) 
Amalgamated Gold Kid 
Amalgamated Silver Kid 


WILLIAM AMER COMPANY 


Black Glazed Kid 

Black Satin Kid 

Krush Krome Kid and Sport Grains 
in Black, White and New Spring 
Shades 


ARMOUR LEATHER COMPANY 


Bokide—Full Grain Elk Kips 

Moose—Corrected Grain Elk Kips 
and Extremes 

Ivory—Corrected Grain Dress Shoe 
Kip 

Print Kips 

Colored Buck 

Cream and White Buck Kips: 

The outstanding leather for men’s 

and women’s Spring and Summer 
sport shoes. 


PETER BARAN & SONS, INC. 


Genuine Alligators 
Popular Spring Shades 


J. S. BARNET & SONS, INC. 


Thorobred Calf 

Gloria 

Brawnie 

Men’s and women’s Sport Leathers 
Prints 


BARRETT & COMPANY 
Fancy, Novelty and Staple Leathers 


BAYER-ROBERTSON LEATHER 
CORPORATION 


Reptile Leathers 
Alligators 
Snakes 
Lizards 
In the various colors prescribed for 
Spring footwear and accessories. 


LUCIUS BEEBE & SONS, INC. 


Corona Patent Leather in Black and 
Brown. Also smooth and elk sides in 
white, parchment and black. 


BEGGS COBB, INC. 


Bee and See Black and Colored Patent 
Bee and See White Buck Kips 
Bee and See White Smooth Kips and 
Sides 

Sport Elk (colors and white) 
Dress Sides (colors and black) 
Spits 

Flexibles 

Linings 

Slippers 
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Suedes 
Gussets 
Workshu 


Prints 


N. BREZNER & COMPANY 


Essdam 
Emu 

Lava 
Burnap 
Malabu 
Kuba 

Egg Shell 
Puntada 
Turtle 

Lin Tweed 
Cairo 

Scotch Grain 
Also Smooth Calf, Kips and Sides 


BURK BROTHERS 


Black Glazed Kid 

Satin Mat Kid 

White Glazed Kid 

Brown Glazed Kid 

Opal Oxide Kid—in many shades 
Colored Lining Stock 


CARR LEATHER COMPANY 


Suede Leather 
White, No. 100 
Cameo, No. 104 
Fawn, No. 53 
Belmont Beige, No. 90 
Cloud Mist, No. 74 
Silver Grey, No. 58 
Pigeon, No. 63 
Clipper Blue, No. 108 
Drapeau Red, No. 101 
Turf Brown, No. 118 
Duna, No. 105 
Heather Grey, No. 102 


COLONIAL TANNING 
COMPANY 


Patent Leather exclusively in black 
and all authentic colors. 


DIMOND KID CO., INC. 


Cameo, No. 161 
Belmont Beige, No. 147 
Paris Grey, No. 50 
Indies Brown, No. 12 
Marrona, No. 112 
Marine Blue, No. 42 
White 


F, C. DONOVAN, INC. 


Dov Linings Natural 
(Kips and Extremes) 
Navonod Kip Linings 
(In Colors 14, 15, 16, 19, 20 and 
45) 
Sport Elks 
(White and Colors) 
Doval Buck 
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(Cream, White and Colors) 
(Kips and Extremes) 
White Smooth Sides 
Black Smooth Sides 
Scotch Grains 
(Black and Colors) 
Natural Riding Boot Linings 


DUNGAN, HOOD & CO., INC. 


Glazed Kid in Black, Brown and 
White 

Glazed Brazilian Kid in Black and 
White 

Satin Brazilian Kid in Black 


EAGLE-OTTAWA LEATHER CO. 


Eagle Calf in Colors 
Men’s—Holland Brown 
Sanwood 
London Brown 
Black Eagle 
Alaric Calf 
Men’s and Women’s— 
Holland Brown 
Gaucho 
Biscay 
Rust 
Indies 
Fawn Brown 
Seasand 
Sanwood 
Sport Elk 
White 
Smoke 
Brown 
Black 
Patent Leather 
Non-Squeak Lining 


ESSEX TANNING CO., INC. 


Calf Print Leathers 
Faro 
Dimple 
Pearl 
Persian 
Hindu 
Kongo 
Chevel 
All Spring shades 


JOHN R. EVANS & COMPANY 


Ruby Black Kid (Bright) 
Rubyex Black Kid (Semi-Bright) 
Peerless Grained Goat 
(Including the New _ Spring 
Shades), Also White, Brown, 
Blue and Black 
Peerless Colored Kid 
White 
Blue, No. 121 
Brown, No. 101 
Grey, No. 9 
Blue, No. 121; Brown, No. 101— 
Leathers of Permanent Color of 
the Richest Shades 
Peerless Kid Linings 
Chrome Tanned) 
White 


(Entirely 
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Parchment, No. 26 
Pearl Grey, No. 10 
Medium Grey, No. 8 
Medium Grey, No. 9 
Pastels 
Peacock Colored Kid 
Browns—Colors No. 79 & No. 101 
Blues—Colors No. 120 & No. 121 
. White 
Linings in Beige, Light, Medium 
and Dark Grey, Light and Med- 
ium Parchment and White 
Full Line of Crushed Leather in 
Blacks, Whites and Colors 


. ROBERT H. FOERDERER, INC. 


Vici—Women’s 
Brown, No. 216 
Black Glazed, No. 400 
Black Satin Finish, No. 404 
White 
Standard Blue, No. 507 
Special in Black 
Vici—Men’s 
Black 
Brown, No. 225 
Special in No. 225 Brown 


GONIPROW KID COMPANY, 
INC. 


Upper Stock 
Parchment, No. 40 
Chaff, No. 55 
Spring Taupe, No. 65 
Nu Grey, No. 80 

Lining Stock 
Medium Grey, No. 20 
Dark Grey, No. 25 
Light Grey, No. 30 
Fawn Brown, No. 35 
Parchment, No. 40 
Chaff, No. 55 
Spring Beige, No. 90 


GRIESS-PFLEGER TANNING CO. 


Lozant Russia Sides 
Lozant Elk Sides 
Lozant Retan Sides 
Lozant Patent Sides 
Lozant Sport Elk 
Lozant Calf 

Lozelle Calf 

Lozelle Art Grains 


L. H. HAMEL LEATHER CO. 
Kid 

Grey, No. 300 

Jade, No. 303 

White, No. 350 

Water Lily, No. 325 

Dark Grey, No. 396 

Fawn Brown, No. 397 

Pink, No. 304 

Blue, No. 305 

Green, No. 306 


Black Crushed Kid (Large Print), 


No. 11 
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Brown Crushed Kid (Large Print), 
No. 12 

Black Crushed Kid (Small Print), 
No. 15 

Brown Crushed Kid (Small Print), 
No. 16 

Also, other Crushed Kid samples on 
various designs 

Beige Kid, No. 358 

Brown Kid, No. 360 

Lambskins 

Grey, No. 100 

Jade, No. 103 

White, No. 150 

Water Lily, No. 125 

Dark Grey, No. 196 

Fawn Brown, No. 197 

Pink, No. 104 

Blue, No. 105 

Green, No. 106 

Also Crushed Sheep samples on va- 
rious designs 


E. HUBSCHMAN & SONS, INC. 
Calf 


For Men’s, Women’s and Children’s 
Shoes. All New Spring Shades 


HUNT-RANKIN LEATHER 
COMPANY 


Bucko Calf 
White and popular Spring colors 
Kafbuc—White 
Tailored Calf 
Black, White and popular Spring 
colors 


Il. M. KAPLAN, INC. 
Novelty Grains 


C. D. KEPNER LEATHER CO. 


Kepner Elk 
Made on Kips and Extremes, Full 
Grain and Corrected 
Print Leathers 
Suitable for all types of footwear, 
in the latest colors and plates 
Sport Shoe Leathers 
Patent Leather 
Blacks and Colors 
Sheepskins 
For both garment and shoe trade 


THE KOSSBECK LEATHER 
‘COMPANY 


Genuine Reptiles 
Calcutta Lizards 
Ring Lizards 
Ermine Snakes 
Python Snakes 
Patent Kid—Black and brown 


A. C, LAWRENCE LEATHER CO. 


Calf—Moda, Weilda Suede, Juniper, 
Nord Grain and Gardenia 

Side—Hikon Elk, Nubuck, Black 
Diamond and White Alanac 
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Sheep—Colored and White Linings, 
Barillas (outside) in white, black 
and colors 


McNEELY & PRICE COMPANY 


20th Century Black Glazed Kid 

Suede—Black, Gray, Parchment, Wa- 
ter Lily, Dark Gray, and Fawn 
Lining Leathers 


R. NEUMANN & COMPANY 


Original and Exotic Leathers, in- 
cluding: 
Genuine Sealskin 
Genuine Buffalo 
Genuine Crushed Kid 
Genuine Shrunken Calf 
Neopig 
Cygnet 
Spongette 
Crushed Levant 


NORTHWESTERN LEATHER 
CO. TRUST 


Elko 

Deerskin 

Nowesco 

Sootan 

Russide 

Fall Grains 

Lining and Slipper Splits 

S-34 Natural Finish on Eks and 
Sootan 

Shami-buck, in white and colors. 


Elk Leathers 
New Fall Colors 


Smooth Leather 


THE OHIO LEATHER COMPANY 


Calf Leathers 
For Men and Women in Black and 
Colors, Including Embossed FEf- 
fects 
Women’s—Kafforite Colors 
Cameo, No. K-542 
Praline Brown, No. K-567 
Deertaupe, No. K-570 
Clipper Blue, No. K-569 
Indies Brown, No. K-526 
Marrona, No. K-549 
Marine Blue, No. K-546 
Fawn Brown, No. K-557 
White, No. K-436 
Bourbon, No. K-550 
Men’s—Luxor Colors 
Bourbon, No. 88 
London Brown, No. 60 
Men’s—Dressysport Colors 
Duna, No. 487 
Heather Grey, No. 486 
Hempcord, No. 476 
Sanwood, No. 410 
Along With Quite a Number of 
Other Popular Spring Colors 
Back Jack Jetta for Men 
Black Jill Jetta for Women 
Washette Calf 
In All New Spring Colors 
White Polaris 
White Suede 
Embossed Calf 





IN ALL THE 
CORRECT 
SPRING 


Shades 





You are cordially in- 
vited to inspect our 
complete display at 
BOOTH 26 
Hotel Astor, New York 


September 24 and 25 


J- S$: BARNET 
& SON'S INC: 


75 SOUTH ST. . . . BOSTON 
74 GOLD ST. . . NEW YORK 
TANNERIES: LYNN, MASS. 
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A Complete Line in All New Spring Shades and Sev- 
eral New Designs 





Tolco 
A Line of the Spring Colors, Including White 


HERMAN ROSER & SONS, INC. 


Genuine Pigskin 
Natural and Crushed Grains in black, white and a 
variety of colors, for all types of shoes, including 
women’s unlined shoes. 


FRED RUEPING LEATHER CO., INC. 


Anoka Calf Sides, No. 700 

Anoka Veals Hiawatha Sides 
Imperial Veals Mohawk Sides 
Seminole Mellow Calf Grains 

Rue Suede Calf Chippewa Veals 

Rue Buck Veal Sides Kankakee Veals Sides 


Kin Kin Veal Sides Seminole Crushed Calf 
Kin Kin Kip Sides Fantasy Rue Suede 
Sides, No. 800 Fantasy Rue Buck 


Norge Grain 


Fantasy Rue Suede is chrome tanned, being finished 
on the flesh, the design and two-tone color com- 
binations are absolutely fast. The leather can be 
cleaned and repaired either in the shoe factory or 
in shoes while on the foot in the usual manner as 
may be employed in the cleaning of solid colored 
suede. 

Fantasy Rue Buck is also absolutely fast for color and 
will stand brushing or even a light washing with 
castile soap and water. 

Norge Grain Calf is of a new special tannage, the 
leather is handboarded, not grained, and the board- 
ing and two-toned effects are retained very well 
after lasting. 


G. LEVOR & COMPANY 


Levor Washable Kid 
White—for women’s shoes 
Levor Washable Cabretta 
White—for women’s shoes 
Levor Washable Grain Goat 
White—for men’s shoes 
Satin Kid 
Black 


SAMUEL SHAPIRO 


Crushed Pig and Swagger Pig 
Trebark 
White Suede (new tannage), and White Buck 


SETON LEATHER COMPANY 


Patent Leather 

Black, Brown and White 
Buck Kips 

White and Cream 


SURPASS LEATHER COMPANY 


Outside Stock Lining Colors 


Black Kid Light Shades 
Brown Kid Dark Shades 
Blue Kid Pastels 
Beige Kid Satin Mat 
Grey Kid Kangaroo 
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THAYER-FOSS COMPANY 


“Paramount” Patents 


Kips, Extremes and Sides in black 


and colors 

A run of pastel colors in Patent 
Leather, made up on “Silko” finish, 
which is a light lacquer finish in 
aniline dyed colors, will be something 
new in the way of a Patent Leather. 

Beaubuck Kip sides are being ex- 
tensively featured. This is the White 
tannnage developed late last season 
which was cream white all the way 
through the skin and the closest pos- 
sible appearance of the genuine Buck- 
skin on a Kip Side. 


ALBERT TROSTEL & SONS CO. 
Nubian Calf 





Black calf for men’s, women’s and 


children’s shoes 
Trosten Calf 


Full grain colored calf in popular | 


Spring shades 
Wales Calf 
Exceptionally soft leathers in black 
and browns for men’s and 
women’s shoes 
Pochette Calf 
Especially produced soft calf for 
shirred and Pouch type of bags 
Bagotan Calf 
Black, White and Spring colors for 
ladies’ handbags 
Fancy Embossed Calf 
Ail the popular designs and colors 
for Spring 


SPECIFY 
LAMBESK 


for SHOE LININGS 


Lambskin combines the qualities of comfort, good looks 
and durability—all essential to satisfactory shoe linings. 


Wearers are never satisfied with less—cannot get more 
than Lambskin delivers. 


Protect your reputation for value-giving by insisting 
that your shoes be lined with this most natural lining 
material. 











RICHARD YOUNG COMPANY | 
Genuine Kangaroo 
Buck Finished in White Through- 


out, Chamois and Other New 
Pastel Shades 
Glazed 
Colored Kid 
For Linings and Slippers 
Genuine Buck 
White Only—For 
Women’s Shoes 
Ryco Cowsides 
In All Colors for Boudoir Slippers 
Lambskins and Skivers 
For Quarter and Sock Linings 


AMERICAN HIDE AND LEATHER 

Colored Princess, Black Princess, 
Black Royal Calf, Rosebay Willow, 
Sport Willow, White Calf, Cadet 
Patent, Empire Sides, Royal Sides, 
Amerigrain Elk, Men’s Willow, Mat 
Princess, Willow Bag Calf. 


MITCHELL & PIERSON, INC. 

Shoe Stock—43 Marine Blue, 43A 
Light Blue, 95 Kaffa Brown, 95A 
Light Brown, Mat and _ Black 
Glazed. 

Lining Stock—22 Parchment, 112 
Water Lily, 121 Lead Gray, 127 
Light Gray, Pl Pastel Blue, P3 
Pastel Pink. 

Slipper Stock—57 Blue, 158 Blue, 
68 Green, 90 Brown, 100 Red. 


and 


Men’s 
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A. C. LAWRENCE LEATHER CO. 
Peabody, Mass. 


A complete line of Lambskin leathers for all purposes. 


Booth 37, Hotel Astor. 








DONNELL AND MUDGE 
: Canal St., Salem, Mass. 


Salesroom, 107 South St., Boston, Mass. 


Lambskins—White and colors for outsides and linings. 
Suede garment leathers. 








JOHN FLYNN AND SONS, INC. 


Salem, Mass. 


Tanners of fine Lambskin leather for the coat, SHOE and novelty trades. 








WINSLOW BROS. AND SMITH 
Norwood, Mass. Boston, Chicago, New York 


Tanners of Sheep and Lambskins for every known use for 158 years. Shoe lin- 
ings in all popular colors and whites. Garment leathers in suedes and grains. 
Novelty leathers in embossed and fancy grains. 














Lion Brand Sheepskins for 
Shoes, Coats and Fancy 
Leather Goods. Distributed by 
John R. Evans & Co. in Bos- 


Greiss-Pfleger Co., Inc., Cin- 
cinnati, Ohio. 
wt Leather Co., New York, 


Brchody Ms 














September 15, 


c. D. KEPNER LEATHER CO. 
137 South St., Boston, Mass. 


At booth 6. See our samples of garment leathers in all popular shades in 
suedes and grains, also complete line of Lambskin linings for shoe purposes. 
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When is Suede—Leather? 


Extract from editorial in Boot & Shoe Recorder, August 25, 1934 


‘But the tanner is being affected by a more insidious danger that is not 
revealed on the surface. He is subject to a form of misrepresentation that 
has its base in the misuse of terms for his product. The untruth of 
terminology is sinister competition for it often masquerades a substitute. 
The tanner is thereby denied a market—which he did so much to make. 
We have in mind an early showing of fall shoes blazoned in advertising 
in the window and in the store as ‘suede shoes for $1.39,’ when the truth 
of the matter was discovered by us to be a ‘suede-like’ material, not 


leather, in the uppers of the shoes.”’ 


is still the standard of value in fine 








suede calt, despite the inferior prod- 
ucts dumped into this country by 
European imitators. We have not 


deviated from our long existing 


policy of producing this leather for 


quality footwear and accessories. 
Velvetta Suede Calf is the original 


non-crocking suede. 


HUNT-RANKIN 
Leather Company 


BOSTON 
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An Allenite ‘‘Good Luck 
Charm’? medal is at- 
tached to each pair of 
shoes with Allenite Tips. 


A SUPERIOR TIP LEATHER 


Kali-Sten-Iks designers, as leading merchants already know, 


L; H JS, T OC, Vg seek always to keep a step ahead; also to develop exclusive 


No. 6115— Coffee Elk selling features FOR THEM that cannot be matched, such as 
Brogue Oxford, Allenite the patented seamless quarters, bulb shaped heels, ‘‘Kali-Sten- 


Tip. 
Ne. 5127—Saeme in Black Iks’” Rubber Heels, and nailless shoes. 
Elk, with Allenite Tip. 


New catalog on request. 


Allenite Tips have now been developed by our research depart- 


ment. This IS a tip! Being smooth, it perfectly matches 


vA J the upper stock without the usual “‘patched-like” appearance. 
: It is tough, durable, outwearing the shoe; and, being made 
KEEP GOOD FEET HEALTHY especially for tips, it does not scuff or peel. 


THE GILBERT SHOE CO., THIENSVILLE, WIS. 


NEW YORK - 541 MARBRIDGE BLDG. LOS ANGELES - HAYWARD HOTEL 
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Accepted As A Leader 


The Myers No. 5 Line is considered by shoe buyers every- 
where as a leader in its price class. If you haven’t compared 
this line with the shoes you're stocking, 
you’re missing a sure bet. * Many more 
styles carried in stock for immediate delivery. 


\ 
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WILDWOOD OPERA.$2.50 


58531—Blk. Cf.—Grey Stitch & 
Underlay 

58537—Bro. Kid—Parch.Stitch& 
Underlay 

58538—Bro. Pin Seal—Parch. 
Stitch & Underlay 


Spike Heel—AAA to C Widths 

















SEVERN OXFORD. . $2.50 


58591—Blk. Kid—High Contin’l Heel 
58597—Bro. Kid—High Contin’! Heel 


9690—Patent 
9691—Black Kid 









CARIOCA SANDAL..$2.60 


9692—Blue Kid 
9694—White Faille 


9697—Brown Kid 


Spike Heel—AA to B Widths 





BRANDON OPERA..$2.50 


58261—Black Calf 

58265—All Black Suede 

58267—All Brown Kid 
58266—Brown Suede (Bro. Kid Vp.) 
Spike Heel—AAA to C Widths 







@med | 


INDU LACED OXFORD.$2.50 


58281—Black Calf 58287—Brown Calf 
58282—Blue Pig 58288—Brown Pig 


AAA to C Widths High Lea. Cuban. AAA to C Widths 
A Full Line of Women’s Novelty . 
Shoes to Retail from $3 to $5, in- Write for our exe Fall Catalog 
cluding Welt Oxfords and Growing over 63 different styles 
Girls’ Shoes in Stock! illustrated! 





* The Fastest Growing Women’s Novelty Shoe House * 


D. MYERS & SONS: !N¢. 


19 SOUTH HANOVER STREET * BALTIMORE, MARYLAND 
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SY OFFICIAL COLORS 


34h 


ep IN Standard 


AEGISTEREO K id 


Oe GLAZED KID 
Cy re) 


WOMEN’S COLORS 





STANDARD NEW McNEELY QUAKER 
CASTLE CITY 
INDIES BROWN _... 74 (LIGHT) 26 
Leeceee. 99 (DARK) — 
MARRONA | aes 
PRALINE BROWN .............. —........ Wee eee 
DEERTAUPE 
FAWN BROWN 
BELMONT BEIGE re eee 
MARINE BLUE ; ee 88 (LIGHT) 
89 (DARK) 
CLIPPER BLUE 
DRAPEAU RED 
CHAMOIS YELLOW 
TROPEZ PINK 
BLEUTE 


/ |. (GLAZED KID 
(SILKID 


SPRING TAUPE 
PARIS GRAY 
SEA SAND 


MEN’S COLORS 





McNEELY QUAKER CITY 


MEXITAN is sskeecee ae 
LONDON BROWN 


New Castle McNeely 


ALLIED KID COMPANY 


209 SOUTH STREET, BOSTON, MASS. 
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COLONIAL TANNING COMPANY 
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It ts THE AIM Of the W. L. Douglas Shoe Com- 
pany to put a pair of shoes on your feet that 
you can wear in any company with pride .. . 
to put you at your ease with that confidence 
which comes from being correctly dressed. 
And so; Douglas offers you authentic styles 
. styles chat match the famous Douglas 
quality. You'll notice this about Douglas 
Shoes: They not only look smart the first 


SOLD BY GOOD DEALERS EVERYWHERE 


mater «= 
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THE SATURDAY EVENING POST 
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8 ARS TROON LE AEM AACN ELLE LE BEB AO 


' 


ee as 


RG LM PE IOS REA PUL EMIS, LLORES ALLL. LEE ALLEL ALLA ELE! LEE LLL EE A 


time you wear them . . . they hold their dis- 
tinctive lines and trimness month after month. 
For we build our style on a firm foundation of 
quality leathers and careful craftsmanship. 
A half-century of such integrity has earned 
for Douglas the title of ‘‘America’s Famous 
Shoe-Value."’ 


Yes... you step in style when 
a you step in Douglas. But you also 
/ 


step in quality ...and for as little as 


$3.50. . . $4.50. . . or $5.50! See the new 
Douglas Shoes for Fall. 
$350 . $450 . $550 


ave the prices stamped on the soles of a Douglas Shoes 
at the factory. Your guarantee of honest value! Most 
styles of Douglas Normal-Treds ave $7. (With patented, 
Scientific corrective features.) 


v0 AND THROUGH 127 W. L. DOUGLAS STORES IN 77 PRINCIPAL CITIES 


Shoo 


AMERICA’S FAMOUS SHOE-VALUE 





and profits for Dougias Dealers this Fall! In 





THIS FULL PAGE, in last week’s issue (Sept. 15th) of The Satur- 
day Evening Port is the type of advertising that will build business 


ol iel 


newspapers. The New Douglas Deal is working for Douglas Dealers! 
You can’t afford not to know about its profit-making J» 








zine campaign, there is advertising in 136 leading metropolitan 


to the ga 


possibilities. Write today for details. W. L. Douglas Shoe 
Company, Brockton, Massachusetts. 
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“ 


MR. ISADOR STIEN, Vice-President 


CONSOLIDATED NATIONAL SHOE CORP. 
BOSTON, MASS. 


operating the following factories: 


UNITED NOVELTY SHOE CO., INC. CONTINENTAL SHOE CORP. 
Lowell, Mass. Haverhill, Mass. 


UNIVERSAL SHOE CORP. ALLIED NOVELTY SHOE CORP. 
Sanford, Maine Springvale, Maine 


NATIONAL SHOE CORP. WEBSTER SHOE CORP. 
Marlboro, Mass. Webster, Mass. 


MAKES THE MACHINERY 
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j | VW has weak a sah 
more than fou well foe pars of Compe shea 


Me, ahealen Si 
SAYS //V lt = sador lic VICE-PRESIDENT OF CONSOLIDATED NATIONAL SHOE CORP. 


“From the time we installed our first Compo unit in 1929, our business in 
Compo Shoes has increased with every season. Our production is now 


running over 15,000 pairs a day, and we are confident that they are the 





finest shoes we have ever made. 


“Our Compo Conveyors and auxiliary equipment make it possible for 
us to get a uniformity of quality and a certainty of size and fit, due to 


the great advantage of keeping a shoe on the last throughout production. 


“The most important point of all is that our trade likes the shoes, for 
they recognize the value that is in them. They like the style and eye ap- 
peal. They appreciate the elimination of ‘peely’ soles and other disad- 








vantages in the older types of shoe construction. We feel that Compo 


is a strong factor in our increasing business.” 


@me() 


THAT MAKES THE BETTER SHOES 
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Mr. J. W. RasmMUSSEN 
Manager — Shoe Department 








Mlosr REPEAT CUSTOMERS” 
say O’Connor, Moffatt & Co. of San Francisco 


“Florsheim Shoes, properly fitted, bring in the most re- 
peat customers” — O’Connor, Moffatt & Co., of San Fran- 
cisco, base this statement on their actual experience. 
And their discovery is being duplicated wherever 
Florsheim Shoes for Women are sold. Unusual beauty 
earns these shoes a trial—carefully guarded quality and 
the unusual comfort of the patented Feeture Arch keep 
your customers coming back for more. Florsheim Shoes 


that look remarkably small yet feel comfortably large 





are the one best way to keep the right clientele satisfied. 


ro RETAIL AT $O75° $7()50 
FLORSHEIM 


SHOES ror WOMEN 


Tue FrorswHertm SuHoe Company ¢ Manufacturers « CHICAGO 





The beautiful store of 
O’Connor, Moffatt & Co. 
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